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King Cotfon 100% NYLON 
BRAIDED CORD 


(MASON’S LINE) 
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HERE iT iS 





MASON’S LINE PICTURE or MIRROR CORD 
CHALK LINE CRAFTS & HOBBIES 

PLUMB LINE DRAPERY CORD 

FISHING LINE DECORATIVE WORK 

PULL CORDS SMALL BOAT ANCHOR LINE 
INDOOR CLOTHESLINE ® BUTTONHOLE EDGING 

@ DO-IT-YOURSELF PROJECTS 








NYLON CORD is one of those HOT items... and there's 


.. . Looks clean and 


stays clean. Doesn't absorb 
moisture, dirt, mortar, etc. 


[ uses | . . . Thousands, and 


we've listed just a few on this 
page. 


18 and 21 on 100 ft. 
spools packed in this colorful 
display box. 18 and 21 also 
supplied on 250, 500 and 
1000 ft. spools. Other sizes, 
other put-ups supplied on 
special order. 


so much to talk about that it's hard to know where to 
begin. First of all, everyone has asked for a 100% 


NYLON BRAIDED CORD... so here it is... it’s new 


. it's a value... it's bound to be a big seller. 


AND, LOOK AT THESE ADVANTAGES: ... This beau- 
tiful, white cord is really tough stuff, it will take a terrific 
beating and still hold its own. More than four times 


stronger than Cotton Chalk or Mason's Line. 


Ask your jobber 
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for prices and 





additional information 





JOHN H. GRAHAM & CO., INC. 
105 Duane Street * New York 8, N.Y. 











kwikset accents the modern trend with the 





New / 


luminum 


“400° Line 


The Kwikset “400” line, the world’s leading lock- 
set line, is now produced in versatile rust and stain 
proof aluminum. 

This means greater volume for Kwikset dealers 
...new variety for progressive home builders... 
delightful new beauty for proud home owners. And 


with all its newness, the Kwikset aluminum “400” 
line keeps the same sleek styling and time-proven 
action that distinguish the 20,000,000 locksets 
placed in guaranteed service since 1946. 

See it and show it today . . . stock it and sell it with 
pride and profit! UNCONDITIONALLY GUARANTEED. 


f 5 The Quality Lock For Quantity Building 


KWIKSET SALES AND SERVICE COMPANY, ANAHEIM, CALIFORNIA 





Jécecl K\LN-DRIED SHEATHING 
AT DEFINITE 
MOISTURE CONTENT?: >: 





In Grade-Marked, Center-and-End Matched Yb 
~. or Standard Lengths of Soft-Textured 
Arkansas Soft Pine that Nails Without 
ww, Splitting and Supplies 
P —-Meximum Insulation. ., | 
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ROSSETT LUMBER COMPANY 


A DIVISION OF THE CROSSETT COMPANY 
CROSSETT, ARKANSAS 
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Vance 
PUBLICATION 


VANCE PUBLISHING CORP., 
EDITORIAL AND EXECUTIVE OFFICES, 
139 N. Clark Street, Chicago 2, lil, 





PUBLISHER 


HERBERT A. VANCE 
A. W. BOULTON, Assistant to Publisher 


EDITORIAL STAFF 


ARTHUR A. HOOD, Editor 

RICHARD W. DOUGLASS, Executive Editor 
GORDON J. LAWLER, Managing Editor 
ROBERT Y. KERR, Washington Editor 
DONALD O. CARLSON, Associate Editor 
GEORGE F. VAN ZEVERN, Production Editor 
WALTER VENEIGH, Associate Editor 
ROBERT E. RUSSELL, Associate Editor 


BUSINESS STAFF 


W. G. SIMPSON, Manager 

GENE SURROUGHS, Advertisers’ Service 
LOUISE PLISKA, Advertising Production 
A.M. SCHWAB, Classified Advertising 


DISTRICT MANAGERS 


NEW YORK I7, Tom Lindsey, Bob Monetti, 
Room 5622, Grand Central Terminal, 70 E 
45th St., Murray Hill 3-8333 


CLEVELAND 15, Hal Hursh, Room 405, 
2123 E. 9th St., Prospect 1-3235 


CHICAGO 2, Clair Heyer, Duke Lynch, Bruce 
McGregor, Financial 6-5380 


ATLANTA, T. L. Wiliams, '000 Bouldercrest 
Drive, S. E., Dixle 5829 


WEST COAST—Chas. W. Hoefer, 10800 Ma 


o- 
dalena Rd., Los Altos, Callf., Whitecliff 
8-3237 


CIRCULATION DEPARTMENT 


ELMER O. OLIN, Manager 
E. 8. CUNNINGHAM, Service 





AMERICAN LUMBERMAN & BUILD 
ING PRODUCTS MERCHANDISER is 
published every other Monday by 
American Lumberman, Inc. 189 N 
Clark St., Chicago 2, Ill. Subscriptions: 
one year, U. 8S. and Canada, 4 (26 
issues), $6 for two years, $8 for three 
years. Foreign $15 for one year. Single 
current copy, 50¢, back copies $1, except 
Dealer Products File which is $2. En- 
tered as second class matter October 2, 
1946 at the Post Office at Chicago, Illi- 
nois, under the Act of March 3, 1879 
Copyright 1954 by American Lumber- 
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JULY 26, 1954 
NEWS 


Newscast — Late and Important Industry Trends......... 
Lumber Strike Reaches Dealer Level 

News in Brief 

Report from Washington 

The Lumber Market at Press-Time 


EDITORIAL 
A Sad Refrain, “I Can Get It Wholesale!” 


FEATURES 


How to Sell the Advantages of Hardwood Flooring 

How My Salesmen’s Compensation Plan Works.......... 
Remodeling Spurs Paneling Sales..............+0e00005 
Chain Hoist Elevator Saves Thousands of Steps 

Barnum Couldn't Do Better 

New Store Triples Paint and Hardware Sales............. 
Cash Register Simplifies Record Keeping 

Plumbing Bins Speed Self-Service 

ADservice 


Three Point Program to Collect Past Due Accounts 

Dealer Seils More Materials in Showroom That 
Looks Like Home 

Out-of-Town Yard Speeds Service 

Chrome Tag Holders Help Sell Products 


DEPARTMENTS 


Manufacturers in the 


New Equipment 

New Literature 
Catalog Information 
Classified Advertising 
What’s New Coupon 
Advertisers’ Index 








NeXT ISSUR—A really big market, hardly 
scratched yet, is the market for paint acces 
sories. Look for the article, “How to Step Up 
Your Paint Accessory Sales $6,000 Annually,” 
August 9. It’s the 11th in American Lumber 
man’s products merchandising series, You'll 
also want to read about the Nebraska dealer, 
who has developed a versatile 2-wheel trailer 
for hauling small buildings. These are just two 
articles in the big feature section of the August 
9th issue. Watch for it! 











On this side of the building “Century” APAC was 
applied directly over the existing stucco sur 


face by means of special machine-driven nails. 
Applicator: John & Howard Trout Co., Ocean City. 


“CENTURY: APAC 


Solves Tough Siding Problem 


For Seaside Business 


There isn’t a much tougher testing 
ground for siding than the seashore! 
The owner of this resort business 
noticed how well asbestos-cement 
siding had served for years on other 
structures in the area. When the 
siding on his own building needed 
replacement, he had his contractor 
apply anew wallof“Century” APAC, 


And well satisfied he is! He is partic- 
ularly pleased with APAC’s resis- 
tance to moisture damage and its 
ability to stay put for years on end 


with maintenance at a minimum. 
But these are only a few of APAC’s 
many advantages. 


“Century” APAC is made from 
asbestos fiber and portland cement 
in large, easy-to-handle, easy-to- 
apply sheets. It cannot burn, rot, or 
corrode; never needs _ protective 
paint or costly maintenance. It can 
be applied over almost any existing 
siding with a minimum of tools, 


time, and labor. It serves for interior 


Ran OE 


% 
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Shriver’s, Ocean City, N. J., is located on the 
Boardwalk just a few hundred feet from the 


ocean. The building, therefore, is constantly 


exposed to extremes of weather and the cor- 
rosive salt and moisture in the air. 


walls and ceilings, too, making 
clean, neat rooms that are easy to 


care for. 


It’s easy to see why this nationally- 
advertised, all-purpose building 
board is a good seller—and a good 
profit-maker. It can provide you 
with hundreds of sales each year. 
Get the facts on “Century” APAC 
and you'll want to offer it to your 
customers, too! Write for informa- 
tion today. 


KEASBEY & MATTISON company. AMBLER » PENNSYLVANIA 


Noture made asbestos ... Keasbey & Mattison has made it serve mankind since 1873 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


LUMBER STRIKE NEWS COVERAGE. The overall strike news coverage will be found in: 
the special news section on pages 8 and 9. Stories of developments at 
various lumber market centers will be found on the market page. 

THERE'S NOTHING DEFINITE ON WHEN THE STRIKE WILL END. The federal mediation 
services requested the CIO and mill operators start discussions in 
Portland in the middle of this month. Neither the mill owners or the 
unions seem to be rushing into a settlement. A majority of sources 
believe the strike will last beyond August 1. Most industry officials 
contend that the strike - - even if settled relatively early - - will 
affect the industry throughout the fall building season. Channels 
of supply, once empty, require about six weeks to replenish. Most 
sources are betting on higher lumber prices as one result of the 
strike. It is significant that every source contacted by the 
American Lumberman was pessimistic about an early settlement. 

OK FHA DOWN PAYMENT SLASH ON NEW HOMES. Senate-house conferees have agreed to 


require only a $450 down payment on new homes costing $9,000 under 
FHA. The present minimum is $950. The formula adopted by the 
committee allows a minimum 5% down payment on the first $9,000 and a 
25% down payment for the balance up to $20,000. The conferees’ 


agreements will have to be okayed by both House and Senate before 
they become law. 

HOW TO KILL PUBLIC HOUSING. If private builders cculd provide decent homes for 
the income group that public housing serves - - families whose 
income averages less than $2,000 a year - = then no justification for 
public housing would exist, says Charles E. Slusser, commissioner, 
Public Housing Administration. 

PURCHASING VALUE OF THE DOLLAR AT ALL-TIME LOW. During the month of May, the 
dollar was worth 53.9 cents =- = the lowest point in its 169-year 
history, according to the National Industrial Conference Board. In 
May last year, the dollar was worth 55.5 cents, based on the January, 
1939 dollar equalling 100 cents. The decline in the dollar's value 
meant a 2.9% drop in buying power over the year. 

NATIONAL ADVERTISING IS UP. In the first five months of 1954, national adver- 
tising ran 9% above the like period in 1953, says Printers’ Ink. 
Newspaper advertising gained 9%; magazines gained 2%; netwcrk tele- 
vision gained 43%; network radio lost 6%. Savings and loan associa- 
tions made newspapers their first choice for advertising in 1953. 

RESEARCH IS CREATING NEW MARKETS. Although the dramatic increase in population 
is stepping up the demand for consumer goods, the market stimulus 
developed by research is even more spectacular. 

HERE ARE TWO STRIKING EXAMPLES. In the last eight years, both private industry 
and the federal government spent more money for research than in all 
previous years combined. Prior to 1946, private industry had spent 
about $4.6 billion in research; but in the last eight years, it has 
spent a prodigious $9.5 billion, says economist Sumner Slichter in an 
Atlantic article, "The Prospects are Bright." 


(continued on next page) 
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1. NEAR-EMPTY BIN of commons is pointed out to erection by Milo V. Jones, superintendent, Exchange Lum- 
Thomas J. Fox, president, Fisher Lumber Co., Santa Monica ber Co., Spokane, Wash. Jones is strike negotiator for his 
Calif., by yard foreman Jim DeMeire (right). firm, which sells retail and also manufactures special mill 
2. SAM WIENER, president, Wiener Lumber Co., Dallas work, 
is one Texas dealer who does not expect to be hit by the 5. AMERICAN LUMBERMAN’S REPORTER Don Carlson, 
strike immediately. He has a good supply. which he bought right, interviews Vernon Hill, manager, Beverly Lumber 
on a falling market Co., Inc., Benton Harbor, Mich., about his reduced dimen- 
3. DEPLETED PILES of 2x4’s, 2x6’s and 2x8’s are pointed sion stock. 
a. . Rat — owner, Alexander Lumber & Fuel 6. EMPTY BINS are surveyed by Charles Hoopes, presi- 
anne 74 dent, Hoopes Estate Lumber Co., Lansdowne, Penna., who 
4. “COME ON IN CUSTOMERS” say the signs ready for says the CIO is too tough. 
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Lumber Strike Reaches Dealer Level 


American Lumberman’s coast-to-coast survey reveals 
retail shortages; higher new-home prices if walkout continues. 


More Strike News 


For details about how the 
strike is effecting lumber 
market areas throughout the 
country, please turn to page 
58. 


The crippling west coast lumber 
strike, idling more than 103,000 
workers in the northwest, may go 
beyond August 1. This was the 
consensus of industry spokesmen 
as American Lumberman went to 
press. 

In the face of the strike, lumber 
prices are rising throughout the 
country, the cost of newly-con- 
tracted homes is going up and the 
southern lumber producing areas 
are enjoying a boom with higher 
prices. 

The supply situation at the 
dealer level is becoming more criti- 
cal daily. In some cases, dealers 
are turning to southern pine and 
Canadian sources to fill their bins. 
American Lumberman’s continu- 
ing survey of dealer inventories 
reveals that most dealers had 30- 
day inventories at the time they 
were queried. Latest returns show 
that the most severe shortage will 
be in dimension. Inventory reports 
have been received from 49 cities 
and towns throughout the country. 


Prices Could Drop Quickly 


Retailers with low inventories 
are hounding wholesalers for help. 
Although the market has_ sky- 
rocketed, it could drop overnight, 
a further worry for the dealer in 
a poor inventory position. 

Wholesale channels predicted a 
strike lasting to August 1, possibly 
longer, if no settlement were made 
by July 12—and none had been. 
Representatives of 30 lumber op- 
erations met in San Francisco to 
discuss the strike. A spokesman 
said they still opposed any wage 
increase, pointing out that lumber 
prices are down to 1950 levels 
while wage rates are 4014¢ higher 
than in 1950. 

Federal mediators met with 
management and labor in mid- 
July, but both sides seemed as far 
apart as when the strike started. 
This is the first joint lumber strike 
of the CIO and the AF of L. Both 
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management and labor are run- 
ning ads explaining their positions 
in west coast newspapers. A few 
of the mills are settling with em- 
ployes on “sweetheart” deals; 
under this arrangement, unions 
accept a token raise of 5¢ an hour 
with the understanding that a final 
agreement will be based on the 
overall strike settlement. 

Effects of the strike, hardly felt 
now, could be very severe. The 
customary two-week mill mainte- 
nance period occurred during the 
early strike period; it will take 
time to mill and dry-kiln stock and 
fill the supply channels. More- 
over, lumber shipment may con- 
flict with the vast, west coast grain 
movement and bring about a 
freight car shortage. 

Shortage Already Felt 

A. Fletcher Marsh, Marsh & 
Truman Lumber Co., Chicago 
wholesalers, said the strike was 
only two weeks old when concrete 


form lumber (plywood) was ex- 
hausted. He said the next big 
shortage will be fir dimension. 

“The strike has caused material 
price advances and is slowing 
down buying considerably,” re- 
ported G. R. Gloor, secretary-man- 
ager, National Association of 
Commission Lumber Salesmen, St. 
Louis. 

New-home prices will be higher 
unless the strike is settled soon. 
Chicago builders indicated a $200- 
$250 increase in homes in the $15,- 
000-$20,000 price bracket. Builders 
operating on contracts are feeling 
the pinch. 

“If the strike continues much 
longer, the lumber market would 
be seriously disrupted,” declared 
John M. Dickerson, executive di- 
rector, National Association of 
Home Builders. “This would slow 
down many building operations 
and raise costs to the ultimate 
purchaser.” 

(continued on next page) 
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SPIRAL-SPRING 
SASH BALANCES 


Complete range of sizes. Only SPIREX 
has all seven of the most wanted features. 


* Can be installed while Sash is in or 
out of frame 
® Adjustable after balance is installed 


@ Only 3-4 turns required to tension 
balance for 24” x 24” sash 


® Positive lifting power 


© Fits round or square groove either 
%" x Ke" or %" x %" 


® Quiet operation 


© Shipped in durable tel ping carton 
with easy size number identification 





AVAILABLE IN 
ALL SIZES 


CALDWELL CLOCK-SPRING 
SASH BALANCES 


CALDWELL gvcrartees smooth 
trouble-free operation of double 
hung windows for the life of the 
building. 


Tape-locking device speeds 
installation. Window units 
2 A with o oh A clock- 
spring balances require a min- 
imum of on-the-job carpentry. 





F CALDWELL MANUFACTURING CO. 
65 Commercial $t., Rochester 14, N. Y. 


Please send catalog and price list to: 

















RALPH J. MORROW, manager, The 
Lumber Shed, Oklahoma City, kneels 
beside his near-empty bins. Most of 
Morrow's trade is with the homeowner. 
Items on which he will run short first 
are 1x8 fir boards; dimension and 
siding. ; 


FHA Streamlines 
Field Office Liaison 


Acting Commissioner Norman 
P. Mason recently announced 
changes in the top policy-making 
structure of the FHA which will 
streamline its liaison with the 75 
FHA field offices and provide bet- 
ter service for lenders. 

The changes, which are now in 
effect, replace the five avenues of 
direct operational command to the 
field offices with one, and through 
a reassignment of specialists em- 
ployed in the various field offices, 
provide virtually self-sufficient 
staffs for each region. 

Mason’s plan calls for the estab- 
lishment of the offices of four 
assistant commissioners—one each 
for, technical standards, programs, 
operations and administration. 
Also established are a public in- 
formation section, a minority 
group housing section and an 
office of director of examination 
and audit, all reporting directly to 
the commissioner. 

Under the director of examina- 
tion and audit are established the 
offices of the director of the exam- 
ination division and the director of 
the audit division. 

The examination division, en- 
tirely new, will provide indepen- 
dent and comprehensive examina- 
tion of insuring office operations. 
Mason said, it is contemplated that 
each FHA insuring office will re- 
ceive a minimum of one complete 
examination each year by an ex- 
amination team which will survey 
its operations and procedures. 


Settle Cement Strike 
Production Back to Normal 


Cement production has returned 
to normal at the Lehigh Portland 
Cement Co., Allentown, Penna., 
following the settlement of a 60- 
day strike at six of its 15 plants by 
members of the AF of L Cement, 
Lime and Gypsum Workers’ Union. 

Lehigh’s settlements, added to 


new contract agreements at eight 
other eastern seaboard cement 
plants over the holiday week-end, 
ended a strike that began early in 
May. At its peak, the strike idled 
about 4,000 workers at 15 plants 
of five cement concerns and shut 
off production of about 50,000 bar- 
rels of cement daily. 

The Lehigh settlement, along 
with most others, called for a 5¢- 
hourly wage increase and pay- 
ments of 2% times the regular 
rate for holiday work. The increase 
brought average cement workers’ 
pay to about $1.75 to $2 hourly, 
depending upon the plant location. 


Woodworkers Ask Increase 
In Plywood Import Tariff 


The Hardwood Door Section of 
the National Woodwork Manufac- 
turers Association recently adopted 
a resolution calling for “increase 
of tariffs so the domestic market 
will be protected against competi- 
tion from low standard of living 
countries.” 

The action took place at the sec- 
tion’s recent mid-year meeting at 
Chicago after reports presented be- 
fore the meeting indicated a rising 
tide of imports of hardwood ply- 
wood, doors and veneers. 

Charles E. Close, executive man- 
ager of the Hardwood Plywood In- 
stitute, told the representatives of 
leading hardwood door manufactur- 
ers that imports of hardwood ply- 
wood are now absorbing 25% of the 
domestic market. He declared the 
import problem has grown increas- 
ingly serious since 1951 when tariffs 
were reduced 50%. 

“Last year’s imports were 222,- 
373,000 square feet,” Close said, 
“was an increase of 159% over 1952, 
201% over 1951 and 251% over 
1950. The trend has continued this 
year with January and February 
imports up 54% over the corre- 
sponding period of 1953. Nearly 
half the imports come from Japan 
where the average plywood worker 
receives 11 cents an hour.” 





Big Outdoor Show 


A Pennsylvania dealer sold thou- 
sands of dollars worth of prefab homes 
and garages over two week-ends by 
staging a combination open house and 
outdoor sales jamboree. Read how he 
did it in “Barnum Couldn’t Do Bet- 
ter” on page 30. 
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The Dellars You Spend With Your Independent 
Plywood Jobber...Wind Up In Your Other Pocket 


Your plywood jobber is an independent local 
businessman. His relations with you are dic- 
tated by the facts of your business. His policy is 
to increase his business by helping you to im- 
prove yours. His interest is local and personal. 
He has intimate knowledge of local marketing 
conditions. He helps you to develop and profit 
from product and sales possibilities in your 
community. He also has the benefit of the think- 
ing, of not one, but many national suppliers con- 
cerning product and sales trends which he 


realistically evaluates in relation to local re- 
quirements. He cuts your costs by maintaining 
a diversified on-the-spot inventory, thus freeing 
your capital for other purposes. He increases 
your profit by helping you sell the products the 
market can best absorb. Every dollar you spend 
with your plywood jobber is an investment in 
your own future. Evans Products Company, 
Plants: Coos Bay and Roseburg, Oregon; Van- 
couver, B. C.; Sales offices: Plymouth Mich., 
New York, N.Y., Chicago, Ill.,Coos Bay, Oregon. 


‘wee vewe 


EVANS EVANEER F/R PLYWOOD (i) - 


PRODUCTS COMPANY 
(To obtain more data on advertised products see page 84) 11 
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ONE FREIGHT CAR, or 3 Trailer Trucks would be 
needed to transport 18,000 sq. ft. of ordinary 
insulation. The automobile shown (an actual photo- 
graph) comfortably contains 18,000 sq. ft. of mul- 
tiple accordion aluminum. 


A 1000 sq. ft. carton of Type 4 Multiple Accor- 
dion Aluminum occupies 114 cu. ft.,.weighs 48 lbs. 
A half dozen cartons can be tucked in the trunk 
compartment, 7 or 8 can be tossed on the seat and 
floor in the rear, 3 or 4 can go up front, next to the 
driver. Or the whole lot can just be tossed on top 
of other material being delivered by truck. 


This lightness and compactness mean ease of 
handling, smaller transportation bills, and mini- 
mized storage space for dealer and builder. Com- 
pactly packaged Multiple Accordion Aluminum 
contains little air. As installed it creates layer after 
layer of air, opening up automatically into a uni- 
form depth insulating blanket of multiple layers of 
edge-to-edge aluminum and fiber as well as reflec- 
tive air spaces. 


RETARDS HEAT FLOW AND CONDENSATION 


The scientific construction of multiple accordion 
aluminum makes it a most effective insulation 
against heat and vapor flow, as well as against con- 


COST OF EDGE-TC-EDGE 
MULTIPLE ALUMINUM INFRA INSULATION 
installed in new construction between 
wood joists, material with labor 
Type 6-S under 9/4¢ sq. ft. 


Type 4-S under 7/4¢ sq. ft. 


INFRA INSULATION, INC., 525 Bway., New York, N.Y. WOrth 4-224) 


12 (To obtain more data on advertised products see page 84) 


This Passenger Car is Delivering 
18,000 Sq. Ft. of Insulation! 











densation which promotes timber rot, paint peeling, 
crumbling plaster, etc. 


Against radiant heat flow, the aluminum sheets 
have 97% reflectivity, 3% absorptivity and 3% 
emissivity. There is slight conduction because of 
the preponderant air spaces of low density. The 
layers of multiple aluminum and fiber retard inner 
and outer convection. 


IMPERVIOUS TO VAPOR FLOW 


The tough aluminum sheets, up to 750’ long, are 
impervious to vapor flow. Infiltration under flat 
stapled flanges is slight. Condensation formation 
on or within the insulation is minimized by the sci- 
entific construction of multiple layers of joist-to- 
joist, full-depth aluminum, fiber and air spaces. 


The American Society of Heating Ventilating 
Engineers has published an interesting booklet 
which describes what happens to convection, con- 
duction, and radiant heat flow when an ordinary 
building space is lined or subdivided by reflective 
metals. It is entitled “Insulating Effect of Succes- 
sive Air Spaces Bounded by Bright Metallic Sur- 
faces,” and is a helpful manual for architects, 
builders, and engineers. Fill out the coupon for 
a copy—we'll send one free. 


| INFRA INSULATION, INC. 
| 525 Broadway, New York, N. Y., Dept. U-7 


Please send (] ASHVE booklet. 


() Description of new Infra Insulation. 
| (J Samples. 


| Name___ 

Firm. R <i Ae a Se 
| Type of Business___. 
| Address. 
Lie eee ee SS SS SD SSS GD GD GS eS ee eee ee ee ee ee 





| 
| 





| 
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Report from 


Washington, July 23. 


This item has nothing to do di- 
rectly with the light construction 
industry; but it is a symptom that 
loan money for various kinds of 
construction is around and is look- 
ing for placement. 

The Housing and Home Finance 
Agency, among its other functions, 
makes loans to colleges and univer- 
sities to be used in building student 
dormitories. These projects are self- 
liquidating by means of student 
fees; and contracts are always set 
up on that basis. 

While the agency is authorized 
to make direct loans, and does make 
them, it is anxious—using its own 
words—to “encourage private par- 
ticipation in the financing of college 
housing.” The agency set up the 
policy of a special agreement with 
the applying college. After careful 
investigation of resources and needs 
and the like, the HHFA would make 
a specific loan commitment; stipu- 
lating amount of the loan, interest 
rate, and precise use of the money. 
Then it would add the requirement 
that the loan project must be offered 
to investment bankers and other 
private financiers, with the agree- 
ment that if any private lending 
institution would take the loan at 
an interest rate not more than one- 
tenth of one percent higher than 
the rate of the HHFA, then the col- 
lege must deal with the private 
lender. Say the HHFA gives a col- 
lege such a commitment for a loan 
of $500,000 at the rate of 3.5%. An 
insurance company offers to take 
the college’s bonds at par, at 3.6%. 
Then the insurance company’s offer 
must be accepted. 

The important item, for our pur- 
pose, is that many of these loans 
have been taken by private lenders; 
in fact the total runs into a good 
many millions of dollars. As this 
policy has become more _ widely 
known, the private takings have in- 
creased notably. It has been re- 
ported that, on the basis of past ex- 
perience, the agency expects next 
year to stretch $25 million of its 
own money into about $100 million 
in college loans; with private financ- 
ing of course handling 75% of the 
total. To help promote this action, 
the HHFA now lists the applica- 
tions from colleges and universities 
and circulates these lists among 
sources of private financing. 


Private Loans Available 


The important point to the light 
construction industry is that pri- 
vate loan money is available and is 
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searching for placement; also that 
it is being placed at these not-so- 
very-high interest rates. It’s one of 
a number of results flowing from 
Uncle’s easier money policies. 

During the past 12 or 14 months, 
so we're told, the national supply of 
money has increased by upwards of 
six billion dollars; and we're also 
told that there will be a still further 
expansion of the supply during the 
latter part of the year. This is 
quite sure to increase the demand 
for homes and for business con- 
struction and equipment. One evi- 
dence of easier money is the rising 
market price of the treasury’s long- 
term 34,% bonds. These plasters 
have advanced by more than 11 
points during the past year. Among 
other things, this means money 
looking for investment. 

As of now, both the housing and 
the tax bills are in the hands of con- 
gressional conference committees. 
While it’s usually not safe to guess 
about the outcome of these late-ses- 
sion struggles, it can be said that 
there’s been agreement in con- 
ference in regard to Title I, cover- 
ing the FHA repair and moderniz- 
ing program. This agreement sets 
the maximum load limit for these 
purposes at $2,500, with three years 
in which to pay. Lenders are to 
assume 10% of any loss. Also, these 
lenders must be supervised institu- 
tions or approved by the FHA. 
Loans are limited to uses substan- 
tially improving the livability of 
the property ; and such loans are not 
to be made for improving new 
homes until after six months of 
occupancy. 


Census Appropriation Lags 


At this writing, the Department 
of Commerce seems to be having 
trouble getting the special appro- 
priation for the manufacturing cen- 
sus. You remember that this appro- 
priation failed of enactment at the 
first session of this Congress; after 
which there were many and loud 
protests from business men who 
have learned the value of these 
special census findings in guiding 
their advertising and inventory 
buying. The Senate has been will- 
ing to make the appropriation; but 
the House has been dragging its 
feet, saying it isn’t sure business 
wants the figures! 

The Administration has asked 
sizable additional appropriations 
for the Commerce and the Labor 
Departments, for the purpose of 
improving and expanding the con- 
struction statistics service. A thor- 
oughgoing construction census is 


quite expensive; and, as this page 
recalls, the most recent one was 
taken back in the ’thirties. Appar- 
ently no such studv is planned now. 
The methods used at present are 
“educated samplings”, or words to 
that effect. The technique has been 
much improved of recent years; 
but the base needs to be further 
expanded and the methods further 
developed. That the purpose, as 
we understand it, back of this re- 
quest for additional funds. Appar- 
ently no one in this indus‘ry doubts 
the practical value of these con- 
struction statistics. 


June Automobile Sales Up 


June was an extraordinary 
month. For example, more motor 
cars were sold than in any other 
month since the close of the second 
World War; 561,000, so we're told. 
In fact it’s been exceeded by but 
one other month since these records 
have been kept. The all-time high, 
up to this time, was May, 1941; with 
609,000. The June volume fsn’t ex- 
pected to hold up during the re- 
mainder of the year; for one reason, 
model changes are due. Since the 
changes this year are to be quite 
radical, the shut-downs for retool- 
ing will be longer than usual. But 
in any event the motor people expect 
a whale of a big year. 

June did one of those unusual 
things. It weighed in with an em- 
ployment increase, of civilian work- 
ers, amounting to nearly a million; 
and at the same time it came across 
with an unemployment increase of 
42,000. The explanation of the lat- 
ter figure is simple. It’s due to the 
usual tide of vacationing students 
flowing into the labor market. They 
couldn’t quite all find jobs; although 
the seasonal increase in unemploy- 
ment is lower than usual. A good 
many of these workers will flow out 
of the labor market next September, 
when they return to school. 

It’s worth noting that about 100,- 
000 of the job increases showed up 
in the construction field. It’s the 
general statement, just now, that 
the brightest spot in the business 
world is the construction industry. 
Highway building is at present the 
big boy in the construction family. 
It might be added that for some 
reason or other, in highway build- 
ing and in other heavy construction, 
the competition among contractors 
for jobs is right tough; despite the 
fact that the number of jobs seems 
to be increasing. Residence build- 
ing is a big boy, too. When the new 
housing law gets into action, resi- 
dence construction is due to grow 
still more. 
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Today's discriminating buyers are not easily fooled. They shop care- 
fully, looking for the greatest value for their dollar. Those people buy Griffin 
products. When your customer is looking for quality, show him the Griffin 
line of fine builders’ hardware. He will quickly see the fine quality steel and 
excellent craftsmanship which have made Griffin a quality line for more than 
a half century. 


Griffin makes satisfied customers . . . and that means greater profit for YOU. 


(3 RI FFI MANGEACTURING COMPANY 


REPRESENTATIVES 


WILBUR H. DAVIS THE B. S. ALDER COMPANY R. F. BEVERS H. C. GLOVER 
1639 W. Farge Avenue 45 Warren Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, iilinols New York 7, N. Y. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG c tL. Lewis L. G. PULLER ROY L. ROGERS 
17134-6 Wyoming Avenve 2450-—17th St. P. O. Box 2113 1620 Garfield Street 
E. H. FARRAR Detroit 271, Michigan San Francisco 10, Calif. Jackson 5, Mississippi Denver 6, Colorado 
Room 22 AUSTIN & EDDY INC. WALTER S$. JOHNSON & SONS HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
2nd Unit Santa Fe Bidg 115 Brood Street 917 St. Charles Avenue 4638 Nichols Parkway 6954 Oleatho Avenue 
Doties 2, Texas Boston, Massachusetts Atlanta, Georgia Kansas City, Missouri St. Louis 9, Missouri 
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TO SERVE 


YOU BETTER... 


DIVERSIFICATION 


For almost a half century buyers of lumber 
have depended on Frost. Among the many 
reasons... Frost’s unusual diversification of 
forests, plants and manufacturing facilities. 


450,000 acres of timberlands ranging 
from southern Arkansas across Louisiana 
and into east Texas mean a never-ending 
supply of quality pine and hardwood Jogs. 


Sawmills at Huttig, Arkansas; Mansfield, 
Louisiana; and Nacogdoches, Texas, repre- 
sent a diversity of location and equipment 
for filling promptly even the most difficult 
orders. Our Shreveport flooring and treat- 
ing plants give added flexibility in tough 
mixed-car shipments. 
aissigioall . For the premium quality and good 
PINE \_. co service that diversification permits 
mre tae ; -».mark your next order FROST. 





NE > FROST GOLD 

+ FROST GOLDEN PINE 

“GOLDEN PINE (5 FROST GOLD’ 
"INE ‘| FROST GO'" 











rost 


TITTIOI LTTE er OF OLIN INDUSTRIES, INC. 


SHREVEPORT . LOUISIANA 


Producers of Frost Golden Pine @ Flooring @ Hardwoods e Treated Materials © Outdoor Furniture 
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Will a '/o” plastic 
laminate...2/3 thicker Sm 
than usual... 

Save you time and 

money? Read what 


Mr, & Mrs. R. P. Watt, standing in front 


another experienced § . of 8 typical Frontier Home... bul for com 
builder says... 


fortable modern living. 





Give the lady what she wants! It’s good business 
when you're building homes for resale, and the lady 
wants plastic surfacing! Up to now, that demand 
meant a highly specialized, costly application pro- 
cedure. But not with new, extra-thick Consoweld 10! 
Read what R. P. Watt, builder of Frontier Homes in 


Sacramento, Calif., has to say about dollar-savings 

with Consoweld 10: 

The same applies to a counter-top job. Use an in- 
expensive supporting surface of sheathing-grade ply- 
wood. Knotholes or cracks won’t ‘“‘telegraph’”’ through 
to spoil the finished beauty of the Consoweld 10 plas- 
tic surfacing. 


“In order to insure continual sales of our Frontier 
Village homes, we are constantly striving to improve 
our finished products and yet keep our costs down 
to the minimum. 

“Our use of Consoweld 10 has proved to be a natural 
in keeping with this policy. It not only gives us a Prove it on YOUR next job! 
better finished product, but its easy adaptability to 
on-the-job installation results in a saving of 23% 
in our bathroom walls and kitchen counter-top costs.” 


Specify rugged Consoweld 10—and you can throw away 
the “kid gloves” that you needed with conventional lami- 


nates! You'll find that Consoweld 10 saves time, saves 
A bathroom wall offers a good example of what Mr. labor, saves money. 


Watt means by easy adaptability to on-the-job in- 
stallation. With thicker Consoweld 10, you don’t 


need expensive plywood backing. Gypoum lath or Q QDR) eS GD ELE 
building board is smooth enough. You cover a large 


area with one panel —available 30 and 48 inches wide, p | as t j Cc sur f ac i n g 


96 and 120 inches long. Bond it with easy-to-handle, . 
rubber-base mastic adhesive which permits shifting Grod spt colorful Lijetimg 
the Consoweld, if necessary, for a perfect fit. Apply 

edge mouldings—and the job is done! Consoweld, Wisconsin Rapids, Wis. 
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This gleaming counter-top may look custom-fabricated, but it was 
built on the job... with thicker, more rigid Consoweld 10, A typi- 
cal example of the top-quality job you get using Consoweld 10... 
at less cost! 


OUF CO 


isdily ‘3 


( 


ew 





sROSSERESE IGG! HL 


Up-to-the-minute bathrooms in Frontier Homes are good for a color- 
ful lifetime—with Consoweld 10. This wall is covered with one large 
panel... which means big labor savings over other types of wall 
coverings. 


ts 20.0 


... Writes R. P. Watt, General Contractor 





CONSOWELD 6&6 


Consoweld 6 (the usual .060’ thickness) has long 
been a favorite of many fabricators for shop appli- 
cation and for some types of on-the-job use, espe- 
cially where self-edging is desired. It is applied with 
pressure- or contact-type adhesives. 

The quality of Consoweld 6 and Consoweld 10 is 
the same, the only difference being in thickness. 
Consoweld 6 panel sizes: 30-, 36- and 48-inch widths; 
72-, 96- and 120-inch lengths. 


aii Both Consoweld 6 and Consoweld 10 arg ex- 
LSS ; 
han ®, tremely durable high-pressure thermosetting dec- 
Fi EMA orative laminates. They meet or exceed the high 
' standards of the National Electrical Manufac- 
turers Association ... your assurance of highest 
quality. 





Plea 
counte 


C hag 10 
fon Market, 
Plastic sur 
More jobs Within 
a Virtually 
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Mail this coupon 
for complete information 
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4M Count 
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home 
YOu close ea og *°Meowners | 


Here’ 
S the band Wagon; climb aboard! 
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YOU CAN'’T OFFER FINER 
ALUMINUM WINDOWS 
THAN THE... 
CECO-STERLING LINE 


WIDE SELECTION—ONE-SOURCE SERVICE CUTS 
SHIPPING—BUYING—BOOKKEEPING COSTS 


Don't you find it really’satisfying when you can say to a customer, 
“Here's the finest product of its kind . . . the manufacturer 


guarantees it and so do Il” 


That's the Ceco-Sterling line of Aluminum Windows . . . there’s 
nothing finer in the field. They're precision engineered for 
perfect fit. And since we make our own extrusions, quality is 


guarded all the way from raw metal to finished product. 


Ceco also cffers the broadest line of Steel Windows, Storm Win- 
dows and Screens. So get behind the broad Ceco Window line 


... get ahead in profits. Send for literature today. (nee) 


CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in princi- 
pal cities « General Offices: 5601 W. 26th Street, 
Chicago 50, Illinois 























Aluminum Resi- 
dence Casements 


—Side-hinged con- 
trolied ventilation— 
slender frames mean up 
to 30% more light—easy 
to wash from inside— 
screens installed on in- 
side—hardware inctud- 
ed—for homes and 
apartments. 














Aluminum Pro- 
jected Windows 


Complete range of 
standard sizes—sim- 
plicity of design. Suit 
able tor schools, hospi- 
tals, public buildings, 
churches and other in- 
stitutional and monu- 
mental buildings. 


Aluminum Resi- 
dential Windows 


Series 50B, Double 
Hung—wide variety 
types and sizes. Use 
standard glass lights— 
can be incorporated in 
4’ modular planning. 
Designed for homes 
and apartments. 


Aluminum 
3-in-1 
Windows « Prime 
Storm « Screen 


Seif-storing screens 
and storm windows 
take the work out of sea- 
sonal changing. Prime 
window is shipped with- 
out glass—Storm and 
Screen unit is glazed. 











i i 


Screens 


are available for all Ceco 
Aluminum Windows. 


Storm Windows 


are available for all Ceco 
Aluminum Residential 
Windows. Ceco also 
offers a complete line of 
Awning Windows, Jal- 
ousie Windows and 
Jalousie Doors. 





A Sad Refrain "I Can Get It Wholesale” 





The age-old headache of all re- 
tailers returns in a virulent form 
—the discount seller. 


Pick up a newspaper in most 
any city market these days and 
you will find building product 
suppliers selling price and dis- 
count. It is a contagious fever! 
Many of these newspaper have 
circulation in adjacent suburban 
and rural areas so this competi- 
tion is reaching and affecting all 
but a few lumber and building 
products dealers. 


It has resulted in a steady de- 
cline in net profit percentages 
(before taxes) over the past four 
years in most of the yards of the 
country. 


The phenomenon is not con- 
fined to the building industry — 
a consumer can find a discount 
house to sell him almost anything 
he wants to buy. Even the great 
mail order houses are com- 
plaining. 


What can an individual dealer 
do to make an adequate net profit 
in the face of this competition? 


In their anxiety over the sit- 
uation, some dealers lose sight of 
a basic economic law — i.e., a 
company — any company — 
must adjust its services to its 
selling prices (and vice-versa) to 
stay in business at a profit. 


Price competitors inevitably 
are long on price concessions, but 
short on service. 


The lumber and building prod- 
ucts merchant then should sell 
the service he renders and get ¢ 
profit on it. He can do so because 
the majority of consumers want 
retail — as opposed to wholesale 
— services. That is why the 10 
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to 12% of dealers in the country 
who are making 8 to 10% net 
profit on sales before taxes and 
18 to 22% on their investment 
are able to do so. 


They sell their services and 
get a profit on them! 


But they do something more. 


They recognize that certain 
buyers in every community are 
“price” buyers — people who 
consider a low price more impor- 
tant than quality of either prod- 
uct or service. 


And so these enterprising deal- 
ers organize to satisfy the price 
buyer. 


Our fanciest department stores 
have “bargain” basements and 
“bargain” sales. Lumber and 
building products merchants can 
do likewise. They, too, can have 
bargain areas — cash-and-carry 
departments — and “price” 
specials. The “price” buyer 
doesn’t expect the same full 
measure of quality and service 
that the quality consumer wants. 


The thing that is cutting deep- 
est into retail net profits is that 
some dealers are attempting to 
render the same quality and ser- 
vice to the “price” buyer that 
they do to the more exacting cus- 
tomer. 


If buyers do not generally 
want a service, it should be elim- 
inated and the price adjusted. 


It takes courage, planning, 
salesmanship and hard-thinking 
to meet and beat this “discount 
price” competition, but it can be 
done and is being done at a hand- 


some profit by dealers who are 
determined to maintain satisfac- 
tory profits. 


High quality and personalized 
service will command a profitable 
price — if it is asked for! A con- 
trast to personalized service is 
the fact that the “discount”’ sell- 
ing in our industry seldom offers 
an end-use package. 


Yes, the battle between price 
and service can be won by com- 
bining service and salesmanship 
—and having as a last resort a 
bargain corner for the buyer who 
makes price his sole consid- 
eration. 


Another way to fight the dis- 
count seller is to do a more ag- 
gressive retailing job for build- 
ing product suppliers. Products 
which aren’t moved through le- 
gitimate retail stores are soon 
found on the shelves of the ille- 
gitimate ones. 


A year ago American Lumber- 
man ran a series of pricing edi- 
torials entitled “Compensatory 
Pricing.” This material provides 
the complete answer to this com- 
petition as attested by hundreds 
of dealers who have put Compen- 
satory Pricing to work. 


We have this material now 
available in report form at 50¢ 
per copy and we will be glad to 
supply any dealer who missed 
this series last year. 





HARDWOOD FLOORING in use in the 
home planning room of the Ed Wil- 
liams Lumber Co., Canton, Ohio, helps 
sell the products on sight and beauti- 
fies the entire room. 


Aere's how to 


Nell the Advantages 


Here are profit-making ideas 
covering 


* Promotion 


* Pricing 


By merchandising the advantages of hardwood 
flooring, the average lumber dealer can enjoy a lion’s 
share of flooring sales in his community. This is the 
consensus of progressive dealers, manufacturers and 


associations as revealed in American Lumberman 
surveys. 


The surveys disclose that the average lumber 
dealer’s annual volume in hardwood flooring amounts 
to $11,193. His inventory is valued at $2,670 and it 
turns over about four and one-half times each year. 
Survey sources believe the dealer can substantially 


increase turnover by selling these hardwood flooring 
Tenth in a merchandising series advantages : 


1. Beauty: Few building products can match the 
appearance of nature’s wood grain. Certainly, most 
wood flooring substitutes suffer by comparison. 


FIVE WAYS TO SELL 
MORE HARDWOOD FLOORING 


wing pilot sessions last year, the National Oak 

ring Manufacturers Association is conducting 

ne-day sales clinics for dealers in areas where re 

yuested. Here are the salient merchandising points 
utlined to dealers at these sessions: 

|. Feature hardwood flooring in your local news 
sper, radio and direct mail advertising. Advertise 

ce to let people know how economical hard 
1 Tlooring really 

2. Use signs on homes under construction to tell 

ise hunters they'll find a hardwood floor inside 

id that you furnished it. 

3. Display hardwood flooring in your booth at 
ur al home show. Feature it as the modern 
or for rnodern Homes. Have builders and home 

hings companies use hardwood floors in their 
ie| homes or rooms 


4. Dealers who display hardwood flooring in their 
wWrooms report in reased sale: and big savings in 
41a men's time. 


\ 


5. Whenever you quote a price on hardwood floor 
1 to homeowners, talk their language. Quote price 


: square yard or square foot basis. NEW APPLICATION TECHNIQUES, such as the 
above installation of flooring blocks in mastic, are 
opening up vast, new sales possibilities for dealers 


Courtesy F. L. Bruce Co., Memphis, Tenn 
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MOBILE DISPLAY for fleoring at 
Chandler & Co., Knoxville, Tenn. Color 
photographs of installations are used 
on one wing and maintenance prod- 
ucts are displayed on the other wing. 


Hardwood Flooring 


* Application 
¥* Storage 


that will help you make more 
big-ticket sales. 


2. Durability: A good hardwood floor lasts indefi- 


nitely with a minimum of maintenance. It can be 
easily refinished if ever required. 

3. Popularity: Hardwood floors are universally 
admired. They add tangible value to any home which 
leads to more profitable home sales. 


4. Economy: Pricing flooring by the square yard 
and square foot makes it apparent it is cheaper than 
good carpeting and many substitutes. Double econ- 
omy ...and some say greater beauty .. . is possible 
with use of short lengths. 


5. Style: Hardwood flooring goes with and comple- 
ments all color combinations, all furniture styles. 


6. Versatility: Hardwood flooring comes in a va- 


riety of patterns that remain modern; it looks well 
even on walls and ceilings; it can be used for handy- 





ng Manufacturers Association, Chicago, Ill. 
MAPLE FLOORING is branching out from its univer- 
sal use in school gyms and bringing dealers sub- 
stantial sales in the class rooms, churches, factories 
and other buildings. 
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man projects; and it can be installed almost any- 
where—even over slab floors. 

With these selling advantages as a foundation, 
dealers, trade associations and manufacturers alike 
are developing and refining merchandising tech- 
niques to meet formidable competition. 


Dry Storage Boosts Sales 


It is the dealers’ service responsibility to see that 
hardwood flooring does not absorb excessive moisture 
between the time it arrives and is delivered to the job 
site. The F, E. Wheaton Co., Wheaton, IIl., helps build 
its flooring sales by paying close attention to proper 
storage and handling. 

The Wheaton firm stores flooring on high racks 
located in a ventilated and heated building. The firm 
does not unload cars of flooring in snowy or rainy 
weather, and contractors are contacted before deliv- 
eries are made during inclement weather. The extra 
services pay off in future sales. 

Briggs Lumber Company with headquarters in 
Oneonta, N. Y., has a special oak flooring storage 
room, where humidity is controlled. The room is 
equipped with an electric dehumidifier and a 
humidoguide. Studies show that the humidity in the 
flooring room averages 38% while that in the closed 
shed averages 46%. Various readings were made at 
the same hour on different days. The closed shed hu- 
midity varied from a low of 39% to a high of 56% 
while the flooring room equipped with the dehumdi- 
fier varies from a low of 35% to a high of 39%. 

“Many contractors come miles to our yard to get 
flooring that they know is dry,” declares president 
Roscoe C. Briggs. 


How to Display Flooring 


The outstanding appearance of hardwood flooring 
gives lumber dealers a display advantage. The Kelsey 
& Freeman Lumber Co., Toledo, Ohio, and the Jewett 
Lumber Co., Des Moines, Iowa, utilize swinging panel 
units to display hardwood flooring. In the door-size 
panel units, three or four types of flooring are dis- 
played on one surface. Customers can compare the 
various designs at a glance and make quick decisions 
for different rooms. 

“We have floored three 10’x7’ alcoves adjoining our 
main display room with six popular types of oak floor- 
ing,” says Niel T. Jones, Kelsey & Freeman, “so cus- 
(continued on page 70) 
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How My Salesmen’s Compensation Plan Works 


Gross profit is the starting point of our setup, says this 
Pennsylvania dealer. Here are the complete details. 


By M. Dale Andrews, president 
M. Dale Andrews Lumber Industries, Inc. 
New Castle, Penna. 


This is the first of two articles by 
Mr. Andrews on his salesman’s com- 
pensation plan and profit-sharing 
ideas. In this issue, he discusses his 
salesmen’s compensation plan; next 
issue, look for proposed profit-shar- 
ing program. 


Part I 


I believe that salesmen’s com- 
pensation should be based on gross 
profits. I also believe that em- 
ployes today are not employes as 
defined in the dictionary, but 
rather they are, or should be, 
business associates. As such, they 
should be interested in the com- 
pany’s gross profits. 

Paying a percentage of sales 
volume is like fool’s gold—it glit- 
ters in the light. Put sales volume 
percentages in the hands of a 
salesman and they can break your 
back with disregard for gross 
profit by cutting price. 


Budget Gross Profit 


In our organization we talk in 
terms of gross profit. We break a 
budget down percentage-wise, al- 
lowing for direct selling expenses, 
operating expenses and fixed ex- 


penses. From this we determine 
the percentage of net profit need- 
ed which, when added together, 
makes a total gross profit percent. 
Pay a salesman all of your 
budgeted direct selling expenses as 
a percent of gross profit—regard- 
less of the amount—and he will 
soon try to increase gross profit. 


Definite Plan Necessary 


In 1950 we put into motion a new 
plan with these ideas in mind. The 
plan was set up so that we could 
move forward or retract without 
too much difficulty. 

We established a year’s contract 
with our salesmen including a 
guaranteed minimum wage and 
compensation or bonus based on 
gross profit. Next, we included de- 
partment sales managers in a 
similar manner. In addition to 
this we started a definite policy 
for future salesmen. 


At present, a new salesman is 
started at $275 to $350 per month, 
depending on sales experience and 
possibly his actual needs. He must 
do a job to make money. 

We allow seven cents to eight 
cents a mile for car expense and 
whatever incidentals may be 
needed. The salesman must turn 
in a daily call report and, when a 
job is sold, a job ticket is filled in 
with all the information required 
by our credit department. 








About the Author 
M. Dale Andrews 


At the age of 13, young Andrews 


was told by a fortune teller that there 
were stacks and stacks of lumber in 
his {uture. The impression stuck with 
him so strongly, that in 1932, when he 
was 28 years old, Mr. Andrews started 
a lumber business with $400. 


Today, M. Dale Andrews Lumber 
Industries, Mt. Jackson, Penna., is one 
of the largest retail lumber and home 
building operations in western Penn- 
sylvania. 








We select salesmen by investi- 
gation and observation. One of 
our best salesmen was a meat 
peddler with no experience in the 
lumber business; our latest is a 
retired superintendent with the 
telephone company; another was a 
truck driver. Personality, endur- 
ance and honesty are the require- 
ments. A man can do well to admit 
to a customer that he is learning 
and needs help. 


Correlating the problems of our 
people is one of the purposes of 
the sales meetings each Monday 
night at 9. Our store is open Mon- 
day nights from 7 to 9, and the 
outside salesmen are on the floor 
at this time to meet their custom- 
ers. The sales meeting is attended 
by department managers, sales- 
men, credit men, the shop and yard 
foremen. 


This is a very informal meeting 
and we discuss all our problems, 
even personal matters. After this 
meeting we move to a large table 
where we have refreshments and 
play a game of cards. 


$300,000 Sales Territory 


We supply an area 25 miles in 
radius from our main yard and 10 
miles in radius from our James- 
town branch. Sales territories are 
established by taking a section in 
an area where we may be doing 
$50,000 in sales, but where we see 
a possible $100,000 minimum. We 
limit territory sales to $300,000 
when possible (this does not apply 
to industrial areas). 

The salesman receives credit for 
all sales made in his territory re- 
gardless of how or by whom the 
sales were initiated. The salesman 
must give any customer in his ter- 
ritory all the service necessary to 
keep that customer satisfied. He is 
also responsible to the credit man 
for his accounts and must make all 
the necessary collections, except 
where legal action is taken. 

Paying the salesman in graduat- 
ed percentages of gross profit en- 
courages him to strive for the 
highest possible gross profit. His 
bonus does not start until after the 
entire operation in his department 
reaches a break-even point. In this 

(continued on page 25) 
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\ x LIGHT IN agente? 


WEIGHT! 


FREE 
FROM RESIN! 


,Q 


on 
~ STRONG 
EASY TO WORK! 


Yes, when contractors, farmers, construction 

men and home owners throughout the country 

specify Western White Spruce from Western 

Canada for all their building needs it MUST be good. 
And here's why they prefer it for all stages of construc- 
tion - joists, flooring, studding, rafters, sheathing and 
siding. It's easy to saw, to nail and to handle.... free 
from resin. ... white, bright and uniform of color.... 
weather resistant.... takes paint and enamel finishes 
beautifully. Packers and shippers prefer it too for all 
types of industrial boxes and crates. Supplies available 


for fast delivery to the United States. 


Mak Coupon for Free Sooklet 


THE EASY TO WORK 
LUMBER FROM 
WESTERN CANADA 














Commercial Buildings 


Farm Buildings 


Garages Tool Houses Etc. 


PLEASE SEND ME YOUR FREE 
BOOKLET ON 


WESTERN WHITE SPRUCE 


Name 


10189 -100 ST., EDMONTON ALBERTA CANADA 
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SCREEN YOUR BEST CUSTOMERS 
.»» WITH ALUMINUM! 


A.uminum SCREENING brings you your best cus- 
tomers because they are ready to pay more... 
giving you a higher markup — more profits! 

Aluminum screening sells easier because it offers 
your customers benefits no other material can 
match. It keeps its handsome appearance indefi- 
nitely. It can never cause ugly red rust stains on 
window sills or siding. It needs no paint or mainte- 
nance. It can’t burn. 

While we do not make finished screening, we do 
supply the leading screen manufacturers listed be- 
low with Kaiser Aluminum Wire . . . wire that is 








nationally recognized for outstanding quality. Made 
of strong, durable, clad aluminum, Kaiser Alumi- 
num Wire meets or exceeds commercial standards 
and federal specifications. 

Kaiser Aluminum & Chemical Sales, Inc. General 
Sales Office, Palmolive Bldg., Chicago 11, IIL; Ex- 
ecutive Office, Kaiser Bldg., Oakland 12, California. 


Kaiser Aluminum 


setting the pace—through growth, quality and service 





Ltd. 








Alabama Wire Co., Inc. 
American Wire Fabrics Corp. 
Clark Wire & Supply Corp. 
Donald Ropes & Wire Cloth, 


Hanover Wire Cloth Division 
Continental Copper & 
Steel Industries, Inc. 


Keystone Wire Cloth Co. 
New York Wire Cloth Co. 
Pennwoven, Inc. 


Phifer Aluminum Screen Co. 
Seneca Wire & Mfg. Co. 
Spargo Wire Co. 


Standard Wire Cloth & 
Screen Co. 


Wire Products, Inc. 





(To obtain more data on advertised products see page 84) 
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INFORMAL SALES MEETINGS are held Monday nights after store hours. Sessions end with a friendly card game. 





to cut expenses, hoping to increase gross profit, which figures to about 
gross profit. 3% of the sales dollar. Good de- 
partment sales managers should 
receive in compensation the fol- 
lowing: 20% of the gross profit on 
way, the salesman can easily see It is my theory that outside the first $100,000 or 5% of the 
the folly of price cutting. He likes salesmen receive about 10% of (continued on page 26) 


COMPENSATION 


(begins on page 22) 





Compensation Breakdown 








Manager's Budget & Incentive 
Compensation Plan 


Possible Bonus Schedule 


Budget Sales Profit @ 25% Expense of Gross Profits 
$100,000 $25,000 $18,475 74% 








Present % Salary 
Budget Budgeted Salary & Bonus Company 
Sales G.P.25% & Bonus toG.P. Status 


$67,000 $16,750 21.5% Break-even 
250 2 10% Bonus 
250 12% 
250 14% 
250 16% 
250 18% 
250 20% 
250 22% 
250 24% 








$18,750 21% $5,740 
Net Profit 





1,250 75 26% 
1,250 100 28% 
1,250 375 30% 
1,250 400 32% 
1,250 425 34% 





$100,000 $25,000 $5,215 20.9% $6,525 
Net Profit 


(This department is doing considerably more than $100,000 
sales.) 





Budgeted Gross Budget Budget Expense °% 


Gross Profit Bonus Bonus % to G. P. 








Salesmen's Budget & 
Compensation Plan 


Lumber Department 


Budget Gross Budget Budget 
Budget Sales Profit @ 25% Expense Percent 


$200,000 $50,000 $4,600 9.2% 


Possible Actual Results 


Gross Profit Expense Percent to 
Sales @ 24% Total Gross Profit 


$240,000 $57,600 $4,750 8.25% 

















Bonus Calculations 








$50,000 Budget 
1,000 $100 10% 
120 12% 
140 14% 
160 16% 
180 18% 
200 20% 
220 22% 
144 24% 
$1,264 Bonus 
3,600 Salary 


$4,864 Bonus & Salary 
1,150 Expense, Travel, etc. 


$6,014 Total Direct Sales Expense 
10.4% of Gross Profit or 
2.5% of Total Sales Volume 
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Remodeling 


A recent remodeling that quad- 
rupled floor space for the D. Baker 
& Son Co., Grand Haven, Mich., is 
paying off with a healthy increase 
in sales of wall paneling. 


Cc. D. VanDoorne, draftsman 
who designed the paneling dis- 
plays, said these ideas helped: 

1. “The layout of our four-room 
showroom and offices gave us 21 
separate wall spaces, so we decid- 
ed to use a different type of panel- 
ing for each wall. Regardless of 
the size of the wall, we used only 
one type of paneling per wall. This 
avoids a ‘broken-up’ effect and pro- 
vides equal visual attention for all 
paneling. 

2. “All walls are fitted with fur- 
ring strips to allow easy changing 
of paneling if public tastes should 
change. 


3. “We hired an artist-decorator 


to help us pick the correct color 
schemes and to match colors on 
trim with paint for pleasing uni- 
formity. 

1. ‘We label each paneling with 
the name and price, but we don’t 
deface our walls with advertising 


Spurs Paneling Sales 


QUOTING A PRICE on paneling is Martin Boon, office manager for D. Baker 


& Son Co. 


posters.” 
“We've carried most of this pan- 
eling in stock for years,” said Van 


Doorne, “but sales have never 
been as good as they have been 
since the remodeling.” 





COMPENSATION 


(begins on page 22) 





sales total; 3% of the second 
$100,000 and about 1% thereafter. 
These percentages include expense 
accounts, which are part of the 
budgeted direct selling expenses. 

The figures shown in the follow- 
ing bonus schedule and the per- 
centages of gross profit are not 
necessarily actual. I am trying to 
show a workable plan of manager 
and salesmen compensation and 
not a financial statement. 

Note that the 25% gross profit 
is estimated as our minimum and 
that this amount is budgeted. We 
have never made less than 25% 
gross, therefore, we feel safe in 
budgeting this amount. We strive 
to make 80% gross profit. Our 
entire organization stresses qual- 
ity and service without price cut- 
ting. 


* 


SALESMEN TALLY RESULTS of a 
day’s work on report sheets; a sep- 
arate sheet is filled out for the credit 
department on each job sold. 
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Date 


SALESMEN'S DAILY CALL REPORT 
M. DALE ANDREWS LUMBER INDUSTRIES, INC. 


Salesman 





Company or Con- 
individual's Name | tractor 


bi or 
Comments 
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put 
yourself 
in the 


prefab + 


picture 


SENSATIONAL NEW PLAN... 
developed by a leading architect-builder- 
realtor, enables America's lumber dealers to 
cash in on the rich prefabricated home 
market. Dealers who qualify will enjoy all 
the advantages of national prefab firms! 


3 TIMES THE PROFIT... 
you now make on building materials, can 
be yours under this plan! But you make only 
a minimum investment! You can actually 
undersell prefab competition because your 
overhead remains low! 


EXCLUSIVE FRANCHISE... 


available for just ONE dealer in each area. 
Get complete information NOW on this sen- 
sational new plan. Write, wire, or phone 
today! No obligation! 


Some Territories Still Available the pana house, inc. 
for Sales Representatives. america's toremost panelized home 


18320 Lanken Rd Cleveland, Ohio 


BUILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 84) 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service, With many long-established mill con- 
tacts, knowledge of mill's specialties, re- 
sources, manufacturing and shipping facilities 
and a thorough understanding of buyer's re- 
quirements, the leading Western Whole- 
salers below can help you take the worry out 
of your lumber buying. Tell them your needs. 


Let them supply your complete requirements. 


VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spokane 4, Wash. 


Phone: Timple 2743 TWX SP 19. 





WESTERN WOODS, INC. 
715 Spokane & Eastern Bidg., Spokane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWX: SP-104 





Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Nat'l Bk. Bidg., Spokane 8, Wash. 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 





Duncan Lumber Co., Inc. 


818 Securities Bidg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - ~- ~ WASHINGTON 
Our 32nd Year 





ia wee qitks 


564 Market $t., San Francisco 4, Calif. 
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STEP-SAVING ELEVATOR starts its two-floor journey (see inset) just inside an 
overhead garage door that opens on the yard. Notice the skid-rack used for han- 
dling wallpaper. Electric motor for the chain-hoist elevator has a 1,500-pound 
capacity. After starting with control cords, elevator stops automatically at floor 


levels. 


...Saves Thousands of Steps 


A chain-hoist elevator running 
between the first and second floors 
at the Fielder-Dillingham Lumber 
Co., Abilene, Tex., cuts material 
handling time to a minimum and 
saves employes thousands of steps. 

John Fielder, assistant manager, 
says. the firm stores a large supply 
of hardware, paint and wallpaper 
on the second floor of their modern 
building. 

“We believe all selling and dis- 
play space should be kept on the 
ground floor where customers can’t 
miss it,” he says. “As a result, al- 
most our entire second floor is de- 
voted to storage—and without the 
elevator we would have a tremen- 
dous job on our hands,” he adds. 


The elevator shaft is located just 
inside an overhead garage door 
that leads into the yard at the rear 
of the building. The guide for the 
elevator is an open framework of 
2”x2” angle irons. Platform for the 
lift measures 6'x6’. 

The electric motor — capacity 
1,500 pounds — is attached to a 
steel beam on the ceiling of the 
second floor. Control cords extend 
to the ground floor. The lift stops 
automatically when it reaches the 
second and ground floor levels. 

“The elevator was planned and 
built by our staff when the build- 
ing was erected two years ago,” 
says Fielder. 
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“1 stock CHI-NAMEL BECAUSE 
exclusively inmy Jn 


new paint 


store... 


“During my 25 years of painting and contracting I have searched for 
products which would turn out a better job, in a shorter time, at less 
cost. Last year a Chi-Namel representative encouraged me to try Chi- 
Namel paint. I found its high quality and moderate price was just what 
I'd been looking for. My painters asked me to use it on our jobs because 
its easy workability pleased them. I discovered Chi-Namel goes further, 
does a better job, and as a result makes me more money. I was so 
pleased with Chi-Namel that I made a most important decision last 
fall and opened a paint store, stocking Chi-Namel exclusively. It was 
a happy surprise to find that Chi-Namel has an aggressive merchandis- 
ing program to match its high quality. I can honestly tell all my friends 


and customers I handle one of the finest products on the American 
paint market today.” 


How much new business does your paint line produce? 


Your paint line is probably a good one, but not all customers ask for 
paint by its brand name. The big question is not how well known is 
your paint line, but rather how many new customers does it actually 
bring into your store. Testimonials from Chi-Namel dealers everywhere 
prove that Chi-Namel’s high quality products, promotions and services 


bring in many new paint customers . . . customers who buy other 
merchandise as well. 


FACTORIES 
Minnecpolis, Minn., Fort Wayne, Ind., Atlanta, Ga 


ChiName 


PAINTS 


BRANCHES 
Boston, Mass., St. Joseph, Mo., Oklahoma City, Okia. 


BUILDING PropucTs MERCHANDISER 


BETTER JOB 


INA 


HORTER TIME 
Less Cost !” 


REPORTS new Texas Chi-Namel 
dealer with 25 YEARS in the Painting 
and Contracting business. 


DEE HARRIS 


HARRIS’ PAINT STORE 
PARIS, TEXAS 


Upper left: Dee Harris and Mrs, H, E. Balka 
Lower right: Mrs, Dee Harris, Mrs. H. E. Balka, Dee Harris 


Here are 17 WAYS Chi-Namel helps 
dealers get customers: 
® Color Planning Studio ®@ Tabloids 
@ Architect's and Contractor's ® Special product promotion 
promotions ®@ House-to-house sales 
®@ Industrial promotion ®@ Novelty Sales Stimulators 
® School board promotion ® Dealer Stationery 
@ Farm promotion © Statement inserts 
@ Newspaper ads ® Special sale promotion 
® Radio announcements ®@ Special Consumer promotion 


@ Special Mailings 


Se eee eaeeaaaaee 42GB Feuseaeeaeeeeeeq 


CHI-NAMEL PAINT & VARNISH CO. 
1101 Third St. So., Minneapolis, Minn. 


Please Send Me The Chi-Namel Story 
Name 


Address 


City ‘ J . State 
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—— i. Bete mis FREE! 
a YOURSELF” F, AIRY : Son 


DO - IT - YOUR- 
SELF fair cele- 
brated the open- 
ing of new show- 
rooms at Hog 
Island Lumber Co. 


il Bi m 


_—— 


MODEL HOME, one of the firm’s prefab shell units, helped sell a new house every half 
hour during the two week ends. 


Barnum Couldn't Do Better 


Razzle-dazzle showmanship draws thousands of people 
to Philadelphia yard on two successive week ends; sells ga- 
rages, prefab houses and thousands of dollars worth of 
materials. 





About Hog Island Lumber Co. 


Founded in 1917, Hog Island Lumber Co. in southwest Philadelphia 
claims to be the largest lumberyard in the east. It has 100 employes. 
The yard is located on 264% acres, has 60,000 square feet of storage and 
manufacturing space with plenty of room for expansion. Hog Island’s 
prefabricated home operation (Hilco Homes) supplies shell homes to do-it- 
yourself customers from New England to Virginia. The store is open 
seven days a week, Wednesdays until 9 p.m. 
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GARAGE SALES BOOMED for the two week ends. Specta- 
tors saw a garage erected in three hours and 15 minutes. 


Selling a prefab house every 
half-hour for four days must be 
some kind of a record; yet, it is 
not a sales manager’s dream, but 
an accomplished fact. 


Using county fair promotional 
ideas, the Hog Island Lumber Co., 
Philadelphia, boosted their sales 
volume on two successive week- 
ends last month. 


Here are some sales figures to 
give you an idea of the success of 
the four-day fair: hardware items 
sold to the tune of more than 600 
a day; the average sale was $3.20. 
Over one week-end, customers car- 
ried away or ordered shipped: 
475 sheets of plywood; 200 flush 
and combination doors; more than 
15,000 feet of knotty pine. Lumber 
sales were two to three times 
normal. 


The sale of prefab houses, man- 
ufactured by a division of Hog 
Island Lumber Co., was two to 
three times normal. Salesmen for 
these prefabs showed prospects 
through the model houses erected 
on the grounds, explaining con- 
struction features, financing provi- 
sions and taking deposits. Addi- 
tional home sales can now be 
traced back to the fair. 


Erection of a demonstration 
garage in three hours and 15 min- 
utes helped sell three times the 
normal number of garages for this 
period. 


Advance promotion for the event 
included display ads of a quarter 
to a full page in metropolitan and 
community newspapers; daily one- 
minute radio spots one week prior 
to the fair; 60,000 copies of a 16- 
page folder, which was distributed 
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door-to-door. This broadside listed 
dozens of household items, tools 
and appliances, all on sale at the 
show. 


A carnival atmosphere pervad- 
ed the grounds with free souve- 
nirs, free refreshments, free 
carousel and pony rides for the 
children; also demonstrations of 
tools, labor-saving devices and do- 
it-yourself methods. Loudspeakers 
kept the visitors informed about 
what was going on and recorded 
music lent a circus atmosphere to 
the occasion. 


This high-powered promotion 
brought out nearly 25,000 visitors 
during the four days. Most of them 
came to see what was going on, but 
many of them made purchases 
ranging from a screw driver to a 
prefab house. 


' Twenty-two booths were set up 
and manned by manufacturers’ 
representatives, who demonstrated 
application of wood siding; how to 
install windows; how to apply 
shingles; how to hang doors; how 
to lay hardwood flooring; how to 
install overhead garage doors and 
other projects. 


Both the attendance and on-the- 
spot sales »roved the fair a big 
success. People drove over a nar- 
row asphalt road, parked on un- 
paved dusty lot, walked around 
under a hot summer sun, bought 
things they never thought they 
needed or wanted—and had the 
time of their lives. 


Just goes to show that showman- 
ship in merchandising, properly 
handled, still pays off. Needless to 
say, Hog Island Lumber plans to 
make this event an annual affair. 





. 






SUPER-VALUE SPECIALS like these were advertised in 
advance in a 16-page flier distributed house-to-house. 





sgetin) (S 


9-5400 





Phone-SArategea 9-6767 9-902) 


BIG PROMOTIONAL CAMPAIGN in- 
cluded newspaper, like this full-page ad 
in the Philadelphia Bulletin, radio 
spots and 60,000, 16-page bulletins. 








Past Due Accounts 


Do you have any trouble collecting 
past due accounts? American Lumber- 
man’s current survey of dealer prob- 
lems shows this problem is acute for 
many dealers. “Three-Point Program 
to Collect Past Due Accounts” on page 
44 tells you how a Kansas City dealer 
handles collections. 
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ALCOA 
MEANS 
BUSINESS! 


Overnight deliveries to practically any 
section of the country are accom- 
plished by A!coa’s network of distrib- 
utors. This means that, as an Alcoa 
Dealer, you need stock only the fast- 
est moving items, “Backroom stocks” 
never build up—yet, you can offer 
your customers a complete line of 
roofing materials . . . sheet, flashing, 
nails, roll valley, ridge roll—and all 
from one source. 


MAIL THIS COUPON TODAY! 


ALUMINUM COMPANY OF AMERICA 
2117-G Alcoa Building 
Pittsburgh 19, Pa. 


Please send me information on the Alcoa 
line of Farm Roofing and Accessories. 


Name 
Company 


Address 


ALCOA 
ALUMINU RA 


ALUMINUM COMPANY OF AMERICA 
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Advertisement 


Alcoa Aluminum Roofing 
sets record for quick turnover! 


Dealer finds construction savings real sales clincher 


Tracey Smith, Farmers Feed and 
Supply Company, Clarendon, N. Y.., 
turned an ill wind into a whirlwind 
of Alcoa® Aluminum Roofing sales 
recently. Ninety to 110-mile-an- 
hour winds really raised the roofs in 
the vicinity of Rochester, New York, 
leaving only aluminum roofed 
buildings unscathed. 

Tracey acted fast, buying out the 
local warehouse stock of Alcoa 
Aluminum Roofing. “I think I had 
all of that roofing sold out before 
I got my truck back to the store,” 
Mr. Smith reports. The heat re- 
flectivity and long life of Alcoa 
Aluminum Roofing are definite 
selling factors in Mr. Smith’s ex- 


COA SEC) ROOFING SHEET 


LONGER LasTine box 


ALCOA DEALER AIDS include 


application folders, self-mailers, 
envelope stuffers, point-of-sale dis- 
plays, and yard signs. For informa- 
tion on how you can become the 
Alcoa Dealer in your locality, call 


your local Alcoa sales office. 


July 26, 


perience, but the real sales clinch- 
ers are its lightness and ease of 
application which greatly 
construction costs. 


reduce 


Progressive dealers everywhere 
are benefiting the farmers’ 
demand for a strong, lightweight, 
easy-to-apply roofing. Alcoa 
Aluminum Roofing, now made of 
an improved alloy that greatly in- 
creases its corrosion resistance and 
holding power, is the answer to 
that demand. For full particulars 
on how you can become an Alcoa 
Aluminum Farm Roofing Dealer, 
write: ALUMINUM COMPANY OF 
AMERICA, 2117-G Alcoa Building, 
Pittsburgh 19, Pennsylvania. 


from 


ALCOA NATIONAL ADVERTISING 
presells your customers. Magazines 
include The Saturday Evening Post, 
Country Gentleman, Successful 
Farming, Progressive Farmer, Cap- 
per’s Farmer, Farm Quarterly, and 


the nation’s top poultry magazines. 
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COMPARING SAMPLES, Harold T 
Miller (right) illustrates many differ 


ARCHITECT designed this new combination showroom and office was built after ent products with several hinged dis- 
the dealer visited scores of yards for good merchandising ideas. play panels. 


New Store Triples Paint and Hardware Sales 


Paint and hardware sales have 
tripled since the W. Theo Miller & 
Son, Inc., opened their modern new 
showroom at Kutztown, Penna. 
Measuring 40x76, the new building 
was visited by 1,000 during a two- 
day open house and grand opening. 

Harold T. Miller, company exec- 
utive, says that contractors are 
bringing in their customers to see 
the many products now on display, 
Increased farmer traffic is also re- 
ported. Visitors to the new store 
seem very impressed by the 12 var- 
ieties of plywood wall paneling 
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featured by this dealer on the walls 
of the showroom. Insulation and 
roofing products are also well dis- 
played. 


Miller’s organization has re- 
cently streamlined delivery service 
by installing two-way radio equip- 
ment on all delivery trucks. 


Like many dealers, Miller has 
achieved a new showroom after 
years of planning and hard work. 
The concern began 25 years ago in AMPLE DISPLAY AREA is a feature 


: - of this Pennsylvania lumber company. 
a small 12x12 shed that still serves Note the wood paneled order counter 


for storage. on the left. 





 ..Theyd know that SUPERIOR LUMBER C0. sells 
only quality lumber from the finest mills in 
California, Oregon and Washington. 


SUGAR PINE DOUGLAS FIR 
PONDEROSA PINE WHITE FIR 
MOULDINGS REDWOOD 


@ Kiln Dried or green @ Sugar Pine Pattern Lumber 
@ Industrial Lumber all species @ Douglas Fir Studs 


@ Retail and Distribution Yard Lumber 


SUPERIOR LUMBER 
SALES GOMPRNY 
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1. CHARGE SALES are “cer- 
tified” by cash register and 
automatically locked into a 
charge total on the machine. 


ore - 1908 


LUMBER AND HARDWARE (OMPaNy 
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Date Serial No. Gilet, Amount 

7 one one eee +e te ore oe 
BEST LUMBER & HARDWARE COMPANY 


This Ils Your Receipt ——Thank You 
MHALBSL =a6615 A Chom 658 


Best Lumber & Hardware Company 
3455 SUMMER AVE 
TELEPHONE 41126 








2. CUSTOMER’S RECEIPT 
and all details of the transac- 
tion are printed in on a 
locked-in “detail strip” within 
the machine. 


MEMPHIS 12, TENN 





Cash Register Simplifies Record-Keeping 


Memphis dealer tells how he gets 


There are few problems more vital than the prob- 
more sales data at less cost with new machine. 


lem of keeping safe, adequate records and insuring 
control over all areas of business. 

The Best Lumber and Hardware Co., Memphis, 
Tenn., solved this problem by installing a new cash 
register system, which ended record and bookkeep- 
ing errors. 

“No longer,” says Mr. W. G. Best, “do we have to 
worry about mistakes in calculation, or that end-of- 
the-month rush and haste.” 

Prior to the installation of the system, Best em- 
ployed a full-time bookkeeper who was responsible 
for sales analysis, departmental incomes and gen- 
eral, overall operating revenue. This plan provided 
part of the information necessary for efficient man- 
agement but, even at its best, failed to give much 
of the data Best wanted. It did not supply an ample 
record of salespeople’s individual activities and 
often failed +o break down departmental totals accu- 
rately. The new system provides all of this data with 
a greater degree of accuracy and in much less time. 
After the installation, the bookkeeper was available 
for other jobs around the store. 

“T’ve always known that our charge business was 
the backbone of the store,” said Best. “We can’t be 
successful without it.” He estimates over 60% of the 
Best volume comes from charge business. 

“After all,” he says, “a cash client may be any- 
body’s customer. But a charge customer is ours.” 

The new system provides a certified record of each 


NEW MACHINE speeds customer service and automatically 
analyzes sales as they are entered. 
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charge transaction, rendering mistakes impossible. 
Much of the company’s charge business is on a deliv- 
ery basis and accurate, dependable records of all 
charge purchases are a must. Each charge item is 
“certified” by the cash register and at the same time 
mechanically added into a charge total. This insures 
that the written amount on the charge invoice, the 
mechanically printed certification and the amount 
added into the register, are identical. 

The charge invoice and the duplicate copies form 
the basis for all COD, Will Call, and straight Charge 
Sales. These are transferred to the office record, 
where they are used in preparing statements. A sin- 
gle copy of the charge invoice is attached to each 
outgoing statement. This gives full and complete de- 
scription to the customer of every charge transaction. 

“One of the main reascns our net is increasing so 
rapidly,” Mr. Best says, “is the new, sportsmanlike 
competition among our salespeople. With our new 
system, they all know we have a record of their indi- 
vidual and total sales. It seems to put new selling 
energy into them.” 

The register, located in the center of the store, is 
operated by a regular cashier, alternating with a 
relief cashier. 

The Best Lumber and Hardware Co. has daily 
access to automatically departmentalized totals. 
Hardware, roofing, paint, millwork, electrical sup- 
plies and miscellaneous totals are all tallied individ- 
ually, in record time. The system further provides for 
totals of Cash, Charge, Paid Out, Bank Deposit, 
Checks Drawn and Tax. The hurried end-of-day detail 
work is eliminated, says Best. 

The actual audit strip maintains a permanent, un- 
changeable record of each transaction, including the 
record of the totals as they are read or reset. This 
makes possible a re-check of any item sold, should 
a customer be in doubt. 


The list key allows each item to be distributed into 
its own departmental! total, while assuriag foolproof 
_— nr addition if more than one item is pur- 
Cc hase 

“The system provides a fast and accurate means 
of arriving at the sales total of several articles,” says 
Mr. Best. “We feel that the register provides us with 
complete control of our business at a big savings in 
audit time and expense.” 





Dealer Pointer 





ig eee 


i +2 


Plumbing Bins Speed Self-Service 


It’s easy to find the exact plumbing fitting you 
need at Millhurst (N.J.) Mills, where each bin is 
clearly identified and price-marked. Picture shows 
how easy it is for the customer to help himself by 
just looking at the identification tags on the bins. 





wali Lumber 


Band Sawn 
® NORTH CAROLINA PINE 
® SOUTHERN HARDWOODS 
© CYPRESS 


Better lumber and 
flooring with ex- 
cellent planing fa- 


cilities and modern 
End-Matched Moore kilns. Inquire 


@ PINE, OAK, MAPLE AND today! 
GUM FLOORING 


H CAROLINA 


BUILDING Propucts MERCHANDISER 











We Can Ship Doors Promptly 
Tho’ Orders Are Heavy 


10,000 
horelene 


DOORS 
A-Day 
FLUSH DOORS 


Capacity 
is the 
Answer 


3 Beautiful Top Quality Lines 
ADMIRAL 


made from A-Select Birch 


COMMANDER 


made from Stain Grade Birch 


CHIEF 


made from Paint Grade Birch 
Superb Finish Enduring Quality 
WIRE, PHONE, WRITE TODAY FOR INFORMATION — PRICES 


GRAND TRAVERSE SALES 
summons COMPANY 


MICHIGAN 
TWK BIRMINGHAM 


TEL. SUTTONS BAY 61-71-92 





SUTTONS BAY 
MICHIGAN 


TEL. MIDWEST 4-3450-1-2.3 
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Don't lose money in a shop 
lyttered with “Clunkers *... 
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,..one AMF DeWalt machine that does the work 
af many machines and cuts equipment cost 60%! 


Money-saving flexibility like this makes AMF De Walt your 
BIGGEST VALUE in woodworking machinery today! 


De Wars 


FIRST completely universal saw — 18 different saw blade First 3-dimensional dado machine—over 14 different 
operations. PROFITS PLUS WITH DE WALT! dado head uses. PROFITS PLUS WITH DE WALT! 


FiRST tilting arbor overhead shaper—does all kinds of First combination back-to-wall machine — saves floor 
shaping work. PROFITS PLUS WITH DE WALT! space, permits straight-line handling. PROFITS 
PLUS WITH DE WALT! 


Now is the right time to invest in AMF DeWalt® for your work! Here is 
the ONE machine that actually provides you with new practical 
ideas for greater shop efficiency, lowers your costs and boosts your profits. 


AMF De Walt greatly reduces your capital investment because it 
accurately does the work of many single-purpose machines. What's 
more, it brings new safe ‘ty to operators and releases valuable 

floor space for other uses. 


There's no job that versatile AMF De Walt can’t do—with the 
proper accessory or attachment. Even if you have your own 
idea for an ingenious application, chances are 

good that versatile AMF De Walt can help make it work. 


De Wait inc, 


See the complete AMF De Walt line ranging from 
% to 10 H. P. models at your dealer’s today. 


POWER SAWS 


Or write c/o Dept. AL-7 for details. in Canada: De Walt Canada Lid, Guelph, Ont 
A subsidiary of American Machine & Foundry Company, New York 
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YOUR AD OF THE WEEK 





No. 14 of a Series 


AD HELPS FOR YOU 


Dealers who plan and write their own ads will find 
the following suggestions practical, time-saving, and 
an aid to better advertising: 

“How-others-do-it” file: Watch for, study, and clip 
ads run by lumber dealers, paint stores and building 
materials sections of department stores. Also buy 
occasional copies of out-of-town newspapers from 
around the country. You’re sure to pick up good ad- 
vertising and building-page publicity ideas that can 
be adapted to your own program. 

Copy ideas: Take advantage of the writing done 
by ad staffs and agencies of manufacturers and 
supplier associations. Read their ads in national 
magazines, their catalogs and consumer literature. 
Underscore the lines you’d like to use next time you 
advertise the item and file under “copy ideas.” 

NRLDA Merchandising Calendar: Make use of the 
excellent material in the quarterly calendar issued 
by the National Retail Lumber Dealers Association. 
Helps you plan an organized advertising and display 
program. 

ADservice: The big ADservice book offered below 
gives you copy and layout suggestions that can be 
applied to newspaper ads, direct mail, handbills. In 
use by dealers in every one of the 48 States and 
Canada. 

In addition, American Lumberman’s “Your Ad of 
the Week” page brings you timely layout and copy 
suggestions in every issue. 


SEND NOW FOR 
YOUR FREE COPY OF 
THIS HELPFUL AD BOOK 
Shows complete series of AD- 
service mats for year ‘round 
campaign ... plus layouts, 
copy, headlines, constructive 

ideas. 


(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 














Your newspaper can set up this 3-col. ad, and hun- 
dreds of others, using mats offered in ADservice 
book. See coupon below. 


YOUR NAME OR SIGNATURE CUT HERE 


[ook/ 1HIs ROOM 
CAN BE YOURS 
———— FOR ONLY 


— 





PER MONTH 





ADD-A-ROOM 
or FINISH the ATTIC 


Our Home Planning 
Dept. will help you! 



































a 


SELECT (BRAND) 
KNOTTY PINE CEILING TILE 


(BRAND) 
WALLBOARD 


























00 00 
LUMBER AND PLYWOOD 



































YOUR NAME 











SUGGESTED COPY “A” 


Let us show you how to get more living space in your 
present home. We'll help you design just the room you 
need , . . show you samples of various wall, ceiling and 
floor materials, windows, doors. Remember — a well- 
lanned home improvement is an investment in family 
appiness! And we’d like to tell you all about our easy 
monthly payment plan — come in, no obligation. 
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Fenestra 


YO “A salute to those who made it possible” * 
S 
.\ | YEAR 


Here’s a terrific window... 





This is a famous Fenestra* Intermediate Projected Window. 


You can get immediate delivery on it from any Fenestra Ware- 
house in the country. 





It has sales features no other window can match: It is made 
of steel... no other window material is so strong. It is available 
Super Hot-Dip Galvanized . 
so maintenance-free. 





.. no other window material is 


It gives your customers protected ventilation . . . projecting 
vents permit ventilation, even in a rainstorm. Both surfaces can 
be washed from inside the room. And Fenestra Metal Screens 


slip on from inside. It’s the perfect window for many kinds 
of buildings in your community! 








For complete details, call your Fenestra Representative 
(listed in the yellow pages of your phone book) or write the 


Detroit Steel Products Company, Dept. AL-7, 2246 East Grand 
Boulevard, Detroit 11, Michigan. 





*® 


... for a library in your town .+.@ laundry in your town 


Southside Branch Library, Jacksonville, Florida. Home Laundry, Bloomington, indiana. 


++- an office ... all kinds of buildings 


American Milking Shorthorn Society, Springfield, Missouri. Ralph Printing Co., Omaha, Nebraska, 
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ACOUSTICAL TILE NAILS 
... designed for the job 


ye 


When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 

a collar which holds the tiles firmly in 
place...annular threading which gives su 
perior holding power. The nails are fur- 
nished with a plated finish to prevent rust 
streaks where moisture is present. Send 
for free samples and descriptive literature. 


JOHN HASSALL, INC. 


P. O. Box 2156 
Westbury, Long Island, N. Y. 











RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Yationally ™ 
sEduertised 
BROWN’S 


AUPERTEDAR 


Guaranteed 90% Red Heart-100% Oil Content 


Our national advertising annually produces thous - 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold only 

through leading jobbers 

and millwork distribu- 

tors. 


Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C Esta 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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DO-IT-YOURSELF PROJECTS are explained by Don Orr, Findorff employe, 


the star of that firm’s TV program. 


and 


One Dealer’s Results with TV 


“Overall response warrants expenditure,”’ says Madi- 
son, Wis., store manager, explaining his program. 


Does television advertising pay 
off? 

That is a hard question to an- 
swer, but manager Bob Bluell of 
Findorff Lumber & Supply Co., 
Madison, Wis., who finished a 13- 
week series last month (June), 
says: 

“Frequency of telephone, mail 
and personal inquiries that men- 
tion, ‘we saw your TV programs,’ 
certainly warrants the expenditure 
to date. One program mentioned 
that our pre-cut garage could eas- 
ily be converted into a small house 
or cottage. We received six in- 
quiries the following week, two or- 
ders have been signed and others 
are in the financing and processing 
stage.” 

Sales of specific items featured 
on the show have picked up imme- 
diately afterward. For example, 
wrought-iron legs sold especially 
well after “Bill Bild-it” had shown 
how to build an attractive table by 
using this specialty item. And the 


This is the third in an exclusive 
series of American Lumberman ar- 
ticles this year telling how dealers 
are using TV as an advertising 
media. Previous articles were “TV 
Proves Popular Sales Aid to 11 
Yards,” Feb. 22, p. 28: “Non-Com- 
peting Dealers Sponsor TV Show, 
June 14, p. 66. Look for the fourth 
article in this series late this 
summer. 


demand made it necessary to re- 
order pickets and posts after a TV 
demonstration on building a picket 
fence. The first program offering 
a free plan kit brought 150 re- 
quests. 

Cost of each 15-minute program 
is approximately $200. This is 
about equally divided between air 
time and materials and labor for 
the props. A paint manufacturer 
pays for 50% of the air time. 

One of Findorff’s own employes, 
Don Orr, takes the role of “Bill 
Bild-it.” The commercials are han- 
dled by the staff announcer. In 
addition to the construction proj- 
ect on each program, Findorff of- 
fers a “TV special.” On a paint 
program “Bill Bild-it” offered a 
pair of free gloves with plastic 
palms with every gallon of rubber 
base paint sold. 

Manager Bluell believes in cast- 
ing your own personnel on TV 
shows. They know your products; 
finished acting is not necessary. 

“Don’t spend too much time pre- 
paring the script, but do prepare 
commercials,” he advises. “Pack- 
aged items like garages and recrea- 
tions rooms, including financing 
arrangements, should be empha- 
sized. Since these are family-use 
packages, a viewing time satisfac- 
tory for the entire family should 
be arranged.” 

Findroff’s TV time was Sunday 
at 4:30 p.m. Manager Bluell plans 
to be back with another TV series 
in the fall. 
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... SELECTS! 


Packy, the Professor from Pack dustrial, home, or do-it-yourself 
River, points out: Dollar for | use—wherever selects are called 
dollar, these well-manufac- for. They and you will be get- 
tured, scientifically kiln-dried — ting an unusual value. 

selects are the best value of the 

current lumber market. With Be sure! Insist on Pack River 


confidence youcanrecommend “Qualitized” Engelmann 
them to your customers for in- Spruce Selects. 


Write Today for *Originally known as North Idaho 
FREE BOOKLET_— Engelmann Spruce. 
ca 


ACK RIVER SALES CO. 


SPOKANE, WASH P.O. BOX 64 ° TELETYPE SP. 105 bd 


Managing Sales For 
PACK RIVER LUMBER C NORTHWEST TIMBER CO THOMPSON FALLS LUMBER CO 
Sendpoint, Idaho Gibbs, idaho Thompson Falls, Mont 
a. CRESTON SAWMILLS, LTO * 
Creston, 8. C 


TEL. MAdison 0121 
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( Were's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
WiLL NOT SHRINK SEUS BETTER because 


STICKS AND STAYS pty 








it WORKS BETTER. . 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
b urham’s Rock- 
Hard Water Putty 
ives you by far the 
fe est profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock- Hard 
Water Putty dees not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
slay. Available in 25, 50, 100-lb, drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 








READYBUILT 


Reg. U.S. Pat. Off. 
Fireplaces 


* 


No Home Com- 
plete Without a 
Fireplace! 


7 


© 


Shipped Com- 
plete, Ready to 
be Installed! 

. 


Adds beauty, cheer and comfort to any 
home, old or new. 

The modern fireplace that fulfills all 
modern day requirements — used with gas 
or electricity. 

Large variety of attractive models in 
brick, stone, wood, etc., available. 

Furnished complete — ready to be in- 
stalled by a handy man—shipped anywhere. 


DEALERS, BUILDERS and HOMEOWNERS 
write for catalog and full information 














By Ira S. Fields 
Fields and Fields, Certified Public Accountants, Chicago. 


Advantages of the Profit-Sharing Trust 


The popularity of the profit-shar- 
ing trust is continually increasing. 
It is a sound business tool from the 
standpoint of employe morale as 
well as from the tax standpoint. It 
has its advantages for the small 
company as well as for the large. 

Lumber dealers are faced with 
the problem of keeping good em- 
ployes. In addition, some dealers 
are faced with the problem of keep- 
ing over-aged workers on the pay- 
roll. Added to that, stockholder- 
officers who are in the higher tax 
brackets have the problem of get- 
ting money out of a corporation 
without having a large portion of it 
taxed at the high tax rates that 
prevail if it were taken in the form 
of increased salaries. 


How the Plan Works 


Quite often the profit-sharing 
trust can be the answer to the fore- 
going problems. A _ well-conceived 
plan worked out with the aid of your 
accountant and attorney and ap- 
proved bv the Internal Revenue 
Service is a tool that many com- 


| panies have overlooked during the 


| period of high taxes 


| ing trust plan works. 





and low labor 

supply. 
Briefly, here is how a nrofit-shar- 

The profit- 


sharing trust is a legal binding 


| arrangement which directs the com- 


pany to pay a certain percentage of 
the company’s net profit to a trust 
fund. The company’s contribution 
is deductible from the profit of the 
company for the purpose of com- 
puting income tax, provided that it 
qualifies under the provisions of the 
Internal Revenue Code. 

The employe, however, is not sub- 
ject to tax on the money thus de- 


| posited for his benefit until such 
| time as the pension or other bene- 


fits are actually distributed to him 
There is a limitation on the amount 


| that a corporation may contribute 


the READYBUILT PRODUCTS oat! | 


| 1705 McHenry St., Dept. AL, Balto. 23, Md. 
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to the profit sharing trust. This 
limitation amounts to 15% of the 
total salaries of the employes that 
are in the plan. 

The employes’ contribution is 
credited to the various employe-par- 
ticipation accounts based upon their 
| annual compensation. There are 


July 26, 


certain limitations which prevent 
discrimination in favor of officers, 
stockholders, supervisory personnel 
or highly paid employes. Just what 
the maximum percentage of the con- 
tribution that may be credited to 
such personnel amounts to, varies 
dependent upon the circumstances 
In one case before the tax court it 
was ruled that a plan was qualified 
even though more than 50% of the 
contributions were for the benefit of 
two sole stockholders. 

The Internal Revenue Code pro- 
vides that if the pension plan meets 
the requirements as to eligibility 
laid down in the law, the earnings of 
the fund are not taxable. This is 
extremely inviting especially when 
viewed with the thought that a dol- 
lar invested at only 2% compound 
interest will double itself in 35 
years. Inasmuch as these earnings 
are not subject to income tax, it is 
evident that over the working life of 
the employe, a considerable part of 
the final pension plan can be pro- 
vided from investment income even 
at the low rate of return of 2% 


Employe’s Advantages Cited 

As stated previouslv, the employe 
is subject to income tax only at the 
time payments are made to him 
directly from the trust. This is an 
advantage of a qualified plan, since 
the employe is taxed only when he 
receives payments on retirement. 

At this time, he is in the lower tax 
brackets as compared to those dur- 
ing his working years. It is of fur- 
ther interest that under certain 
conditions, lump sum _ payments 
made from qualified profit-sharing 
plans give the employe the advan- 
tage of capital gain treatment. Such 
is the treatment for separated em- 
ployes. 

We have tried to give the reader 
in this short column the advantages 
of the profit-sharing trust as well as 
an idea of how it works. This col- 
umn is far too short to present the 
minute mechanics of the _ profit- 
sharing trust, but we suggest that 
if the reader’s curiosity is aroused 
that the advice of this tax con- 
sultant be sought. 
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TO BE IN THE SWIM, SELL TENSION SCREENS! 
TO WIN TOP SALES, SELL 


EYSTONE 


TENSION SCREENS are the most modern, convenient and 
economical window screens ever. They weigh a lot less than 
old-fashioned screens... are a cinch to put up and take down 
from inside the house. They solve the storage problem. 


BUT...FOR TOP SALES IT’S KEYSTONE 
Just make a comparison of tension screens and you'll see why 
Keystones are in a class by themselves. In the first place, 
they’re all-aluminum ... never rust or stain the woodwork 
... have extra years of service life. What’s more, only Key- 
stones have all five of the following special advantages: 


1 — Slide bracket held by a screw. A round- 
headed screw installed in the top blind stop 
holds the readily removable top bar bracket. 


2 — Patented, tamper-proof tension catch at 
sill holds Keystone Screen securely in place. 
Just turn the knob to adjust for proper per- 
manent setting. 


KEYSTONE 


WIRE CLOTH COMPANY 


HANOVER, PA FOSTORIA, OHIO 


BUILDING Propucts MERCHANDISER 


~ 


3 — Exclusive Keystone free-floating sill bar 
assures snug fit at bottom... automatically 
adjusts the screen to uneven or off-level sill 
.+.is easily raised in a jiffy for dusting. 


4 —There’s no bulky, unsightly hardware on 
the window sill with Keystone Screens... 
just two small, neat, permanent brackets. Only 
six screws in all are required for each window. 


5 — The extra-strong vertical edges of Key- 
stone Screens are 5-strand selvage formed of 
special flat wire to assure complete depend- 
ability and necessary tautness. 


For maximum sales in this fast-growing market, get the 
whole story about Keystone Aluminum Frameless Tension 
Screens. Mail coupon below. 


Keystone Wire Cloth Co. 


See SE AINE ART RT A NN AE ARN ARN ete eo 
Dept. B-7, Hanover, Pa. { 


Kindly send me full information about Keystone Aluminum Frameless 
Tension Screens. 


Firm exomnluidtintdhlepveenniniaininanapintas I 





My name. 





Street 











City Pr icntittineriinnnate | 
SS SA A MA ST AIL A RE SN RES: sm 
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Three-Point Plan to Collect Past-Due Accounts 


Here’s a complete program for handling slow-paying 
customers. Developed by the R. L. Sweet Lumber Company, 
Kansas City, Mo., it features reminders, letters and a legal- 


looking final notice. 


Step 1. 


When an account is past due the 
first efforts for collection are espe- 
cially critical. An unfriendly ap- 
proach may lose a customer who 
might be merely careless or for- 
getful. Sweet’s use forms for their 
initial reminder notices. Three 
copies eventually go to the custo- 
mer and the fourth copy is re- 
tained for office files. The forms 
are typed just once and the first 
copy is then mailed to the custo- 
mer. The second and third copies 
are held and then mailed in the 
proper sequence if a remittance is 
not received. 

Each of the three copies is a dif- 
ferent color and varies in the mes- 
sage carried just below the amount 
owed by the customer. 

The first notice says: 

We feel sure you will be glad to 
have this reminder. If we can be 
of service in any way be sure to 
let us know. 

The second notice reads: 

No doubt you have overlooked 
payment on your account for pur- 
chases as shown above. According 
to our terms, the amount is now 
past due. 

We know that you are interested 
in the adjustment of any overdue 
items on your account and there- 
fore are sending this reminder to 
you. 


The third reminder states: 
According to our records, no 
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payment has been received in re- 
sponse to our previous notices of 
your account for the purchases in 
the months shown above. 

Our credit policy requires ac- 
counts to be paid by the 10th of 
the month following date of pur- 
chase and forbids us to charge 
further purchases to any account 
if over 30 days past due. We trust 
you will cooperate in prompt ad- 
justment of the above charge. 


Step 2. 


Six letters make up the next 
stage in Sweet’s program for col- 
lecting past due accounts. The let- 
ters that follow are in mailing se- 
quence. 


First Letter 


Are you satisfied 
service? 

Do our materials 
standard of quality? 

If there is any way in which we 
have failed to comply with our 
obligation to you, please let us 
know. We welcome constructive 
criticism and strive in every way 
to supply you with quality com- 
bined with cheerful service. 

If, in your estimation, we have 
satisfactorily fulfilled our agree- 
ment, an early payment of your ac- 
count will be appreciated. Thank 
you! 


with our 


meet your 


Second Letter 


We appreciate your business, but 


prompt payment is necessary to 
our continued success. 

Prompt payment of your account 
is not only important to us but also 
to you since your good credit is a 
valued trust and should be consid- 
ered as such. Guard it carefully 
by meeting your obligations, large 
or small, on time! 

Thirty days is the usual accom- 
modation on an open account. Your 
account in the amount of $ 
is now days past due. 

We solicit payment of your ac- 
count in the same courteous man- 
ner in which we solicited your pat- 
ronage. But, we would rather say 
“Thank you” than “Please remit.” 


Third Letter 


Your request for credit was 
granted, but our request for pay- 
ment has been neglected ... why? 

After we have cheerfully done 
our part, isn’t it only fair that you 
now do yours? Since we have al- 
ready carried your account on our 
books for a much longer period 
than is customary in good business 
practice, doesn’t your good judg- 
ment suggest that you pay this past 
due account without further delay? 

We shall expect a remittance to 
cover the balance of your account 
immediately. 


Fourth Letter 


Your attention is again directed 
to the past due balance on your 
charge account. 

Credit is gladly offered to our 
customers as a convenient method 
of making purchases. 

It is important, however, that 
bills be paid promptly in order to 
protect good credit standing and 
keep the account in condition for 
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further credit service. 


Your cooperation is most ear- 
nestly sought now. 


Fifth Letter 


We are wondering what further 
procedure will have to be followed 
to obtain payment of your account. 
Previous requests for payment 
have not been answered. 

Before taking any further ac- 
tion, we thought that you would 
appreciate having the situation 
brought to your attention in this 
way. 

We want to avoid any misunder- 
standings, so won’t you please send 
payment immediately. 


Sixth Letter 


Since you have not answered any 


of our letters about your long over- | 


due account I am wondering just 
how you want us to proceed with 
the collection of this obligation. 

We believe you will agree with 
us when we say that we have not 
only been liberal but have more 
than done our part and that we 
have extended you more than due 
courtesy. 

Under these circumstances you 
must realize that we cannot permit 


this matter to drift any further | 


and unless immediate payment is 
made we shall be compelled to sub- 
mit this account to our attorneys 
for collection with instructions to 
protect our interests, taking any 
action that may be necessary to 
secure payment. 

You realize, of course, that a re- 
port of legal action would seri- 
ously reflect on your credit stand- 
ing and we sincerely hope that 
such action will not be necessary. 
However, if we do not hear from 
you within five days from date of 
this letter we will have no alterna- 
tive but to start legal action. 


Step 3. 


If reminders and letters fail 
Sweets, as a last resort send an 
impressive notice labeled “Final 
Demand before Suit.” Simulating 
a legal document the form is at- 
tached to a blue folder which is 
folded when mailed. 

There is a blank for inserting 
the number of days granted for 


payment. After five days if pay- | 


ment is not received the account 
is placed with a local collection 
agency or with Sweet’s attorneys. 

Sweet’s collection program has 
certain definite advantages. It is 
essentially automatic and requires 


minimum time of clerical em- | 


ployes. And because it is organ- 
ized it avoids the intemperate let- 
ters that often result when an ac- 
count becomes long overdue. 
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WITH THE j {AYA 


DO-IT-YOURSELF PLAN 


INCREASE your share of “Do-It-Yourself” profits by joining the sensational 
Fasco Do-It Yourself Plan. Completely market and consumer tested, this 
plan will make big news, and bigger profits, for every Participating Fasco 
Dealer. Fill out the coupon below. It’s the first step toward making 1954 the 
greatest selling year ever! 


DIRECT HOT LEADS 
THE PRODUCT Drang — i 


Dealer by ordering 
only three units of 
your choice. All con- 
sumer leads in your 
area from national 
advertising are sent 
immediately to 
you. Every lead is 
a potential sale... 
every customer is 
pre-sold! 


Fasco Ventilating 
Fans for every type 
of installation. Na- 
tionally advertised, 
the favorite of pro- 
fessional builders 
everywhere, Fasco 
Ventilating Fans are 
unquestionably the best value on the market 
today. Both 8 and 10-inch models are 
designed for easy installation. Guaranteed 
5 years for. your protection, 


THE SALES AIDS 


You get a complete sales pro- 
motion kit to identify yourself 
as a Participating Fasco Dealer 
and help you sell. Counter Dis- 
play « 6 Do-It-Yourself 
Books * Window Streamers 
Envelope Stuffers « News- 
paper Ad Mats « Suggested 
Radio Commercials + Dealer 
Follow-Ups « Direct Mail Let- 
ters « Order Blank for Addi- 
tional Material, 


FASCO INDUSTRIES INC, 
167 Augusta Street + Rochester 2, New York 


| want to become a Fasco Do-it-Yourself Dealer, 
Please rush complete information. 


NAME 





COMPANY 





pee Nhe i et tale hy 
INDUSTRIES, INC. 
' ont... 





aaa 
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poll 


HOMELIKE APPEARANCE of the Ed Williams Lumber Co. appeals directly to home prospects and contractors. Cape Cod 
home, left, is the office erected previously and the two-story contemporary at the right is new. Parking area is blacktopped. 


Dealer sells more materials with a 





Showroom That Looks Like a Home 





Here's a thumbnail sketch of the features and materials in- 
cluded in each room of the Ed Williams Lumber Company's 
home planning clinic: 


Main Reception Room (first floor) 

Modern reception desk; contractors’ conference room; 
bookkeeping department; paint department; floors—red rub- 
ber tile; walls—plasterboard section showing joint-taping pro- 
cedure, eight types of plywood paneling; ceiling—random and 
acoustical tile; doors-—white pine, mahogany flush; windows— 
awning, vent; special displays—molding, doors, asphalt shin- 
gles, fir gutter. The stairway to second floor has oak treads 
and risers; birch hand rail; redwood paneling; stair carpeting 
(which adds “class” to the entire showroom, according to 
general manager Cogan). 


South Room (second floor) 

Floors—select red oak, No. | red oak, No. | ash; walls— 
four types of wood paneling; ceiling—insulation tile; windows 
oe kitchen unit; special displays—folding door, ceiling 
kitchen fens, corner cupboard, kitchen cupboard. 


Home Planning Room (second floor) 


Literature and home planning library; redwood tables and 
chairs; contractors’ house-picture album; drafting room; 
floors—oak ranch plank and blocks; walls, three types of pre- 
finished paneling; ceiling—acoustic tile; special displays— 
disappearing attic stairway, door rack. 


Recreation Room (basement) 


Floors—rubber tile; walls—six types of wood paneling, two 
types of plasterboard; ceiling—insulation tile; special displays 
—cedar closet, colonial hardware; metal cellar door, redwood 
furniture, bar, ping-pong table, sawdust logs, color photos of 
the Priest River (Ida.) Lumber Co. 








Using this idea, the Ed Williams 
Lumber Co., Canton, Ohio, erected a build- 


ing to appeal to all their customers — espe- 
cially the women. 


“To sell more materials for homes make your show- 
room look like a home!” This is the thought behind 
the Ed Williams Lumber Company’s unusual “perma- 
ent home planning clinic” building which opened last 
month in Canton, Ohio. 

Throughout, the new structure is more like a home 
than a showroom. Each of the four rooms inside the 
contemporary building is finished in a variety of mod- 
ern wall, ceiling and floor products so customers may 
see exactly what the materials look like installed. The 
Cape Cod building, erected sometime ago, continues 
to serve as office quarters. 


Appeals to Women 

“The home planning clinic in the contemporary 
building, is designed to please all of our customers— 
contractors, home prospects, the how-to-do-it trade- 
and especially women,” says W. W. Cogan, general 
manager. 

“We tried to appeal to women as much as possible 
in the building,” he says, “because we realize that 
nine times out of 10 the women make the final de- 
cisions on materials for a new home or remodeling 
job. We feel that this homelike presentation of build- 
ing materials has a greater appeal to women than an 
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INVITING RECEPTION ROOM with the carpeted stairway is the first thing prospects see. The open room contains many 
displays including doors and lumber at the left, hardware in the center, molding and louvers in the rear and roofing over- 


head. 


ordinary store would have. 

“We also took a tip from supermarket merchan- 
dise,” he adds, “and presented all of our products and 
displays so they would be self-explanatory.” 


Everything Tagged 

Each product carries its own identification tag 
mounted in a chromium-plated holder. The hand-let- 
tered tags tell the kind of material, the uses, the sizes 
and the price. “A lot of favorable comment has been 
made on the tags,” says Cogan, “because they make 
it easy for ladies or anyone unfamiliar with building 
materials to make selections.” 

Contractors are encouraged to bring in their pros- 
pects to choose materials. A contractors’ conference 
room, complete with large desks and comfortable 


KITCHEN CABINET and hardwood flooring form a com- 
plimentary display in the south room upstairs. A display 
(not shown) of kitchen ventilating fans is nearby. 
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chairs, is available on the first floor. Contractors have 
been invited to bring in photos of four or five of their 
homes for inclusion in the special album located in 
the reference room on the second floor. Each picture 
lists the price range of the house. 

The basement recreation room has a strong appeal 
to the do-it-yourself trade. Here, homeowners see 
how floor tile is applied, how an attractive bar is 
built and how walls and ceilings are finished A wide 
variety of how-to-do-it literature is stocked in the 
reference room. 


Holds Preview 


To promote the new structure, the firm had preview 
showings for city officials, bankers, real estate men 


(continued on next page) 


BASEMENT RECREATION ROOM is an excellent guide 
for do-it-yourself customers. Notice the identification tags 
in the chrome-plated holders, Tags give details and price 
on all materials in the showroom. 
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SWINGING PANEL DISPLAYS contain doors, lumber, 
plastic laminates and tileboard 





DEALER SELLS MORE 


(begins on page 46) 





and building material dealers. Herb Lotz, president, 
and Findley Torrence, secretary of the Ohio Associa- 
tion of Retail Lumber Dealers, say the new building 
is one of the finest they have ever seen. Concurring 
with them is Paul V. DeVille, past-president of the 
association and winner (issue of March 22) of the 
American Lumberman’s Master Merchant Award. 
More than 1,000 persons attended the open house 
for the public on a Sunday. So many women expressed 
a desire to “bring their husbands in” that the firm 
decided to initiate evening hours on Wednesdays from 
7 to 9 p.m. Each Wednesday since, married couples 
have returned—many bringing their blueprints. 
Guests at the open house received a 6”x44,” guide 
folder. The booklet contained a list of all materials 





GARAGE 
DOORS 


Elite 


OPERATORS 


Model 53—Built with “Tension” springs, in 34 stock sizes from 8'x6'6” 
to 16'x7’; 4 or 5 sections; panels solid or open as per specifications. 


Model 54—Built with “Torsion” springs, in 34 stock sizes from 8'x6'6” 
to 16’x7'; 4 or 5 sections; panels solid or open as per specifications. 
Special sizes up to 24'x24’ for all residential, commercial or indus- 
trial needs. 


Custom Built Doors—with raised, ornamental or flush sections pro- 
duced according to individual specifications. 


“Automatic Doorman”—Wagner’'s magic electric operator furnished for 
all makes of sectional overhead and most one-piece doors. 


Write for Bulletin No. AlL-54, 


lbo —Sawhorse Trestles — Scaffold Bracket 


—Folding Ladder Brackets — Farm Building 
Hardware and Specialties. Ask for Bulletin AL-S4H. 
WAGNER MANUFACTURING COMPANY 


CEOAR FALLS 'OWaA 1 | 
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BOOKKEEPING DEPARTMENT and contractors’ confer- 
ence room, right, are paneled in a variety of modern prod- 
ucts. Paint display area can be seen at the left. 


in each room. Cogan says most of the visitors made 
notes in the folders and took them home. 


Planned for Years 

“We have been planning our new building for about 
five years,” says Cogan. “One of our main planning 
sources was a file of ideas on remodeling and displays 
which we clipped from the American Lumberman. We 
also visited as many new yards as we could get to. We 
did not use an architect, and designed the entire 
building ourselves,” he adds. 

For future promotion, the firm is contacting clubs 
to offer them free use of the recreation room which 
will accommodate up to 60 persons for meetings. Soft 
drinks and other refreshments wil! be available to 
regular customers in the room. 

The firm, which now employs 15 persons, was 
founded by the late Ed Williams, long-time building 
material dealer in Canton. 





Because every home every- 
where is exposed to the menace of 
moisture, the ingenious Midget Louver 
is an easy (and profitable} product to 
sell. Installed at roof overhangs, gables, 
eaves, sidewalls, unexcavated areas or 
wherever there are danger spots, 
Midget Louvers provide proper venti- 
lation—permanently protecting against 
the damage of condensation. Moisture 
blistering of paint is virtually elimi- 
nated; the efficiency of insulation is 
maintained; rot is prevented, because 
dry wood does not decay. These rust- 
proof all-aluminum ventilating units 
are quickly installed by anyone; just 
drill a hole and push in place. They 
protect for life, without attention. 
Write for full details. 

Midge? Louvers ata made in 7 sizes (1” to 
6")—with and without rain deflectors. 
All are screened to keep out insects. 
The aluminum louver is the original lou- 
ver. Don’t accept ‘second best’ substitutes! 
We're telling and selling your customers 
on Midget Louvers in all these national 
magazines: Popular Mechanics, Popular Sci- 
ence, Better Homes and Gardens, American 
Home, House and Garden, House Beautiful. 


“A House That Breathes is a Better House” 


MIDGET LOUVER CO. 


6 WALL STREET o NORWALK, CONN 
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ANY home can have 
that "contemporaty’ look! * 


with these 


contemporary doors 


Contemporary Combination storm and screen doors 


Entrances take on that “contemporary look” when 
protected and decorated by one of these new Con- 
temporary doors. Available both as combination doors 
with storm and screen inserts 


and as permanently 
wired screen doors 


they feature a unique fluted-panel 
design that offers exciting new possibilities for ‘‘per- 
sonalized”’ color treatment. 


As a combination storm and screen door the Con- 
temporary is offered in three attractive insert styles 
including the beautiful protruding “picture frame” 
insert shown above. Storm sash and screen panels are 
designed for quick and easy changeability and require 
little storage space. 


Contemporary Screen Doors 


Send for the four-color brochure which describes in 
detail the delightful color combinations suggested by 
the ¢ ontemporary’s design. The Continental Contemporary screen door is permanently wired, 
and presents the same combination of Continental quality con- 
struction features as is found in all Contemporary doors: mortise 
and tenon construction; made of Ponderosa Pine, the wood of 
warmth, beauty and durability. There is no other screen door in 
its price range that can approach its beauty and utility. 

FOR EVERY ENTRANCE 


A CONTEMPORARY STYLE 


—ANY TASTE 





As an all-weather 
combination storm 
and screen door the 
Contemporary is 4 

also available with — = HY products are manufactured by: 
one-light flush | Bites, » The Wabash Screen Door Co.— Minneapolis — Chicago — Memphis 
insert (left) and with } 

three-light flush | = 

insert (right). 


CET TEE 


Owosso Manufacturing Company — Owosso, Michigan 
Philadelphia Screen Manufacturing Company — Philadelphia 


and sold through CONTINENTAL SCREEN COMPANY 


1326 BOOK BUILDING - DETROIT 26, MICHIGAN 
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MANUFACTURERS IN THE NEWS 


: 


A 


TYPICAL KLINKI LOG section being 
placed in an Ederer barker. Klinki logs 
are uniform and practically knot-free. 


Exotic New Guinea Klinki 
Now on U.S. Market 


An exotic New Guinea plywood, 
called Klinki, has recently been in- 
troduced in the United States. 

Klinki has been tested extensively 
by Forest Products Laboratory, 
Madison, Wis., and Canadian lab- 
oratories. Structurally strong, its 
mean density is 30 pounds per cubic 
foot at 12% moisture content, and 
it has a low shrinkage factor of 3%. 

Although its price permits a wide 
range of utility applications, its dis- 
tinctive appearance urges decora- 
tive use. Natural-tone Klinki is a 
deep cream or light tan color, and 
its pattern ranges from straight 
grain to a unique miniature bird’s 
eye. Due to density and fine sand- 
ing, no filler is required in finishing. 
Of each 4x8 panel, at least one face 
is perfect, free from joints and 
defects. 

Klinki is not produced with native 
labor. Scarcely 150 natives are in- 
volved in the whole operation and 
they are used primarily in logging. 
Skilled Australian labor, some who 
were trained in the United States, 
handle the sawing and peeling op- 
erations 

The Klinki plant was built by 
Industrial Engineers and Contrac- 
tors, Tacoma, Wash., and uses the 
most modern methods and machines. 

The Klinki tree is a natural for 
plywood. It grows up to 300’ tall, is 
uniform and wiry so that any one 
trunk produces thousands of feet 
of peel. More of the peel can be 
used for “A” faces, and far less 
joining and patching is required. 

Klinki will never be available in 
quantities associated with Douglas 
fir plywoods, but production of 50 


50 





million feet of Klinki plywood per 
year is anticipated. 

Details of the new materials may 
be secured from Fiddes-Moore, 400 
W. Madison St., Chicago, which will 
distribute the product in all states 
but California. In that state, Cali- 
fornia Plywoods, Inc., Sonoma, will 
be the distributor. 


Alsynite Puts New Jersey 
Plant into Operation 


Alsynite Company of America, 
translucent fiberglas panel manufac- 
turer, put its third manufacturing 
plant into operation at Paterson, 
N. J., this month. 

Initial employment at the plant 
will be about 190 persons and more 
will be added as additional shifts 
are placed into operation. In addi- 
tion to the Paterson plant, Alsynite 
operates plants at San Diego, Calif., 
and Portsmcuth, Ohio. 

From a_ shoestring beginning 
after World War II, Alsynite has 
grown into a manufacturing con- 
cern with a multi-million dollar an- 
nual sales volume, and Alsynite 
president, John H. Berkson, expects 
a sales volume of $10 million in 
1955. 


Haukom Joins Northern Hemlock 


Allan Haukom, executive secre 
tary, Wisconsin Forestry Advisory 
Committee of the State Conserva- 
tion Dept., has joined the staff of 
the Northern Hemlock and Hard- 
wood Mfg. Ass’n. 

Haukom will be assistant secre- 
tary and association forester for 
the Hemlock Association, according 
to an announcement by O. T. Swan. 
secretary-manager of the associa- 
tion. Haukom will make his head- 
quarters at the association’s Osh- 
kosh, Wis., headquarters. 


Toledo Desk & Fixture 
Starts $2 Million Expansion 


Ground was broken July 16 for 
the third—and largest—expansion 
of the Toledo Desk and Fixture 
Corp. at Maumee, Ohio. 

Frank M. Crook, Toledo presi- 
dent, and other company officials 
joined Maumee city officials and 
union representatives in the cere- 
mony at the 22-ucre site eight miles 
southwest of Toledo. 

The new expansion will bring the 
plant and office area up to about 
100,000 sq. ft. New buildings, land 
acquisition and improvements will 
require an investment of about $2 
million. 

Crook explained that the expan- 
sion has been necessary for some 
time as the company’s fast-growing 
volume of kitchen cabinets and bath- 
room vanities makes them one of 
the big three in the steel kitchen 
field. 


N. Y. Wire Cloth Promotes 
Freudenberg, Ahlstrom 


Two promotions have been an- 
nounced by Stuart M. Jones, vice- 
president in charge of sales, New 
York Wire Cloth Co., New Canaan, 
Conn. 

John D. Ahlstrom, Ridgefield, 
Conn., will take charge of the newly 
formed Market Analysis Dept. and 
John Freudenberg, Clayton, Mo., 
will take charge of the new St. Louis 
sales district. 

“Effective market analysis,” 
Jones said, “is the forerunner of a 
profitable market development, and 
a company of our size cannot afford 


Ahlstrom Freudenberg 
to leave this important work to 
chance. It merits the full attention 
of an experienced and imaginative 
man like Ahlstrom.” 

Freudenberg joined the company 
in Feb., 1953 as one of the staff that 
devoted its time and attention to 
introdrcing and developing the Dur- 
all tension screen which is easily 
and economically installed without 
a frame for quick replacement or 
as original equipment. 

New York Wire Cloth is the old- 
est and largest manufacturer of all 
types wire cloth for insect screen- 
ing, with plants located at York, 
Penna., and executive offices in New 
Canaan, Conn. 


(continued on page 53) 
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value guaranteed! 


Silentite is the ONLY window with a cer- 
tificate of guarantee for the home owner, 
This signed certificate is issued to your 
customer upon your request. 


, “1 proved weather-tightness ! 
why is SS a ! Actual tests of today’s Silentite double- 


hung window prove 20% less infiltration 


, m @6 than even the first Silentite which was 
fo | known as the most weather-tight window 
made. Silentite casements, tested against 


leading casements showed 41% less heat 


SILENTITE loss and 45% less air infiltration 


o 
| proved finger-tip 

h iest operation! 

t e easies Famous Spring. Sus+ “ 
° pension Impartial tests show that Silentite 
window 1. windows are easy to operate 
ae.com ee under a// conditions of humidity, 

to sell? al 7 


temperature, rainfall and snowfall 
—in any season—in any climate. 
Silentite finger-tip operation 
makes them easier to sell. 


proved long life! 


For lifetime service, all Silentite window 
units are water repellent preservative 
treated by an exclusive Curtis process. 
Independent laboratory tests show that 
Silentite windows exceed the requirements 
of the government approved commercial, 
standards for wood window units. 


























proved leadership and popularity! 


Fighty-eight years of Curtis manufacturing expe- 
rience stand behind Silentite windows and Curtis 
woodwork. Millions of Silentite windows have 
proved their lasting value in use. Silentite adver- 
tising appears consistently in national magazines. 




















the right windows for every need! 


Silentite windows are made in many types. Because Curtis 
EI makes a full line of modern windows, you can offer your cus- 
tomers the styles of Silentite windows which meet their needs. 


























[LENTITE 


atv 
the [LENT window 





soll the window line that’s easiest to sell... CURTIS SILENTITE 


Here is the latest product of 
Curtis research—the new 
Silentite Convertible Unit. It 


can be used as casement, awn- A Departmen of Corile Companies lacerporated 
me OF hopper window—and Clinton, lowa + Wausau, Wisconsin + Chicago, Illinois 
provides more than 1,000 Sioux City, lowa «+ Lincoln, Nebraska + Topeka, Kansas 


different combinations! Mi polis, Mi ta © New London, Wisconsin 


CURTIS COMPANIES SERVICE BUREAU 
CLINTON, IOWA 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manutactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


The M. B. Farrin Lbr. Co Cincinnati, Ohio *J. P. Hamer Lbr. Co 


Kenova, W. Va. 
Kiln Dried and Air Dried Appalachian Hardwoods Manufacturers 
“Century” Oak and Maple Flooring Appalachian Hardwood Lumber 


*The Mower Lbr. Co Charleston, W. Va. 


West Virginia Hardwoods, Fi g and Glued-up Dimension. 
Dry Kiln and Tene ng = fa a. Mills: $4. Nallen, Dailey, 
*M. E. Crisp Lbr. Co Welch, W. Va. pees one Catan, W. ves 
West Virginia and Kentucky A lachian Hardwoods, Oak, 
os rg apgeies 


Poplar, Beech, Maple, Ash, , Chestnut and other 
hardwoods. All facilities. 


*Wood-Mosaic Co., Inc Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 
ence! Shen Rerdwente, Testing, Mastag Mill Products, *McCracken & McCall, Inc Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. con” ft combs. Ky. and West Irvinv, Ky. 


ppalachian Hardwoods. Maple 
Hemlock. Hardwoods, Flooring, Dimension and Oak Flooring 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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Inland Steel Products Co., Milwau- 
kee, Wis., manufacturer of steel build- 
ing products and garden equipment, 
recently announced the appointment of 
two sales representatives. Ben F. 
Kracht has been assigned the St. Louis 
area and Ben H. Norrid, the central 
and southern states area. 

Kracht has been with Inland since 
1942 and has served as clerk, assistant 
credit manager at the firm’s Buffalo 
and St. Louis branches and recently as 
assistant branch manager at St. Louis. 

Norrid has been with Inland since 
1949 and was previously assigned a 
territory in Tennessee and more re- 
cently to the St. Louis territory. He 
will be attached to Inland’s St. Louis 
branch. 


Norrid Kracht 


Ned Boxer has joined the Acme Ap- 
pliance Mfg. Co., Pasadena, Calif., as 
sales manager. Boxer has been asso- 
ciated with the wholesale hardware 
field for many years in the Bay area. 
In his new appointment, Boxer will 
have full responsibility for all Acme 
sales. 


Panelyte Div. cf St. Regis Paper Co., 
New York City, announces the ap- 
pointment of Ralph G. Gulley as con- 
sulting architect for St. Regis Pan- 
elyte. Gulley served as consulting 
architect to Durisol, Inc., New York 
City. Prior to that for seven years he 
was a partner and chief architect of 
Donald Deskey Assiciates, industrial 
design consultants. 

At Panelyte, Gulley will work closely 
with architects and designers as well 
as furniture and fixture manufacturers 
to provide them with complete techni- 
cal information about the uses of Pan- 
elyte. In addition to this, Gulley will 
also work on product development for 
St. Regis. 


Levaur Versure 


The appointment of three regional 


managers for newly formed sales re- 
gions of the Moe Light Div. of Thomas 
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Industries, Inc., Fort Atkinson, Wis., 
was recently announced by R. W. 
Minett, Jr., general sales manager. S. 
B. Levaur will head the eastern region; 
Roy Versure will manage the east 
central region; and Vernon L. Wyre 
will supervise the south Atlantjc 
states area. The new regional man- 
agers are all members of long stand- 
ing on the Moe Light sales staff and 
all three held positions as district man- 
agers before taking over the regional 
managerships. 


Georgia-Pacific Buys 
Oregon Timber Stands 


Georgia-Pacific Plywood Co., 
New York City, completed the pur- 
chase early this month of valuable 
old-growth timber stands in Ore- 
gon adjacent to one of its large 
timber operations in a deal involv- 
ing more than $12 million. 

Through the transaction, 
Georgia-Pacific acquired all the 
stock of Inman-Pulsen Lumber Co., 
Western Logging Co. and Saginaw 
Lumber Co., all of Portland, and 
what is known as the Grand Rap- 
ids Timber Tract. 

In the $12 million transaction, 
the liquidation of current assets 
from the acquired companies re- 
turned approximately $6 million to 
Georgia-Pacific. The timber was 
obtained at attractive prices, said 
Owen R. Cheatham, Georgia-Pa- 
cific president, because the com- 
pany bought all the stock of the 
timber companies, which allowed 
this liquidation of assets includ- 
ing cash, government bonds and 
liquid assets other than timber and 
timberlands. As a result, Georgia- 
Pacific ended up with only ap- 
proximately $6 million invested in 
the timber and timberlands. 

The transaction required no 
equity financing and all financing 
has been completed. Cheatham 
said the purchase was affected 
through a newly-organized, whol- 
ly-owned subsidiary at Portland in 
which Georgia-Pacific invested $1 
million for all capital stock. The 
subsidiary borrowed approximate- 
ly $5 million from banks on a 
long-term basis. It is estimated 
the bank loans will be paid in 
three years. 


Koppers Takes Control of 
American Treating Co. 


Koppers Co., Inc., Pittsburgh, has 
purchased all atock of the American 
Lumber & Treating Co., and effec- 
tive July 1, the two companies were 
completely integrated. 

The combined companies will 
continue to operate as the Wood 
Preserving Div. of the Koppers Co. 
Key sales personnel of the Ameri- 
can Lumber & Treating Co. are re- 
maining in their former positions 
and will continue to handle lurmber 
treating service. 





ROY E. CUNDIFF, president of 
Shadow-Lite Plastic Awning Co., 
stands under one of the translucent 
plastic awnings made by his company. 


Shadow-Lite Introduces 
Plastic Awning Line 


After five months of research and 
development, Shadow-Lite Plastic 
Awning Co., Houston, Tex., has 
developed an awning which em- 
bodies fiberglass reinforced plastic 
sheets in special shapes and sup- 
ported by a frame. 

Roy E. Cundiff, formerly vice- 
president of Childers Manufactur- 
ing Co., organized the new company 
to produce the Shadow-Lite line of 
translucent, reinforced plastic awn- 
ings, canopies and patio covers. 

According to Cundiff, Shadow- 
Lite awnings have been engineered 
for ease and quickness of installa- 
tion. The average window unit can 
be installed with a screwdriver and 
pliers in less than 13 minutes. 


Reynolds Metals Issuing 
Dealer Franchises 


To keep tab on the rapidly in- 
creasing number of dealers and dis- 
tributors handling its Do-It-Your- 
self aluminum, Reynolds Metals Co. 
is issuing franchise certificates, wall 
plaques, full color decals and ad 
mats which include the authorized 
distributor or dealer inscription. 
Franchised dealers will also receive 
envelope stuffers, instruction books, 
pamphlets and seasonal changes of 
display rack signs. 

Realizing that its representatives 
have not been able to personally 
contact all the dealers who have 
purchased the material from job- 
bers, Reynolds is urging all dealers 
who have not yet received their 
franchise materials to contact the 
firm so they may be supplied with 
available merchandising aids. 

Dealers are asked to write a 
postal card to: J. H. Mandeen, Rey- 
nolds Metals, 2500 S. Third St.. 
Louisville, Ky. 
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Plywood Dealers Discuss Building Revolution 


At last month’s meeting of the 
National Plywood Distributors As- 
sociation at the Lake Placid Club, 
Essex County, N. Y., M. C. David- 
son, president, Houston Sash and 
Door Co., was elected president of 
the association. He succeeds R. C. 
Whitmeyer, vice-president, J. R. 
Quigley Co., Gloucester City, N. J. 

Registration at the annual con- 
vention exceeded 300 distributors, 
manufacturers and sales repre- 
sentatives from every section of 
the country. 

Other officers elected at the 
meeting were: Leonard E. Hall, 
president, Lumber Products, Inc., 
Portland, Ore., first vice-president, 
and E. G. Thuresson, president, 
Associated Door and Plywood Co., 
Chicago, second vice-president. 
Managing director C. E. Devlin 
was elected secretary-treasurer of 
the association. 


Optimism Prevails 

A note of cautious optimism 
was voiced by the speakers based 
on the continuing expansion in 
consumer demand for plywood, the 
volume of total construction and 
home building favorable to in- 
creased use of wood and plywood 
and the enormous increase in 
population which is destined to de- 
mand shelter at an even increased 
rate in the decade ahead. 

At a panel discussion, George F. 
Lester, president, F. Eggers Ply- 
wood Co., Two Rivers, Wis., said 
that more specialized and inten- 
sive sales effort is necessary to 
sell quality appeal in hardwood 
plywood paneling. Lester pointed 
out that the market is already 
available, conditioned by an archi- 
tectural trend toward wood inte- 
riors and by the historic fact that 
wood is preferred as a building 
material in America’s homes. 


Technological Revolution 

Concluding the panel session on 
advertising and promotion, R. N. 
Jones, advertising sales director, 
House and Home magazine, said: 
“The revolution of the past twen- 
ty years has basically been one of 
plan and design, but now the revo- 
lution in non-residential building 
is characterized by highly signifi- 
cant technological change. This 
revolution has given all of us in 
the industry that great driving 
force to put behind all of our sell- 
ing. 

“I have had to separate non- 
residential building from residen- 
tial building for the obvious rea- 
son that we no longer have one 
building industry. We have two 
distinct industries because non- 
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ROBERT C. WHITMEYER, right, outgoing president of NPDA, receives cere- 
monial plaque from Louis Reicke, one of the directors of the association, at a 


recent meeting at Lake Placid. 





residential building enjoys an 
average unit sale of $500,000. Its 
basic raw materials are steel and 
concrete. Then we have the home 
building industry—with an aver- 
age unit sale of $10,000. And its 
basic raw material is wood.” 


Association Membership Up 

Outgoing president Whitmeyer 
stressed the need for continuing 
effort in the formation of local 
groups in every major plywood 
marketing area as a means of 
bringing the association’s activi- 
ties closer to the members and in- 
creasing the effectiveness of mer- 
chandising follow-through to deal- 
ers. He complimented the member- 
ship committee, headed by Emory 
C. Moore of Chicago, for increas- 
ing individual membership more 
than 20% since January. Total 
number of warehouses represented 
in the association now stands at 
310. , 

Managing director Devlin 
stressed the importance of devel- 
oping leadership to work out the 
pressing problems at both the 
manufacturing and distribution 
levels. He reported that prelimi- 
nary results of a recent survey 
among plywood warehousing dis- 
tributors indicate that NPDA 
members accounted for 58% of 
the dollar volume of fir plywood 


at the wholesale level in 1953. 
Average sales of fir plywood per 
warehouse as shown by the 40% 
return were, $786,681 in 1953 and 
$699,276 in 1952. 

Total capital invested in ware- 
houses operated by NPDA mem- 
bers projected from the survey, 
Devlin reported, totals $135,792,- 
000. 


Hines Opens $1 Million 
Danville Warehouse 


Hundreds of Illinois and Indi- 
ana lumber dealers and building 
material manufacturer’s repre- 
sentatives were on hand when 
Edward Hines Lumber Co., Chica- 
go, last month opened its new $1 
million wholesale warehouse at 
Danville, Ill. 

The warehouse is the third in 
the Hines organization, exclusively 
serving lumber dealers according 
to A. H. Mohring, Hines vice- 
president. The others are at Sko- 
kie, Ill., and Park Falls, Wis. 

The main structure of the new 
warehouse is 32,000 square feet 
and adjoins a 4,000-square-foot 
building. Jock Olmsted, former 
sales manager of the Skokie ware- 
house, will be manager of the new 
warehouse. 


(continued on page 56) 
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PRICE $1 6.50 


FULL DEALER DISCOUNT TO GIVE YOU 


BIC PROAT! 


DESIGNED TO SELL TO 
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NOW IS THE TIME TO GET ON THE PROFIT BANDWAGON. 
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Ashton Continues to Grow, 
Opens Lincoln Warehouse 


Ashton Wholesale Service, Inc., 
recently opened a new distribution 
warehouse in Lincoln, Neb. With 
the opening of this warehouse, 
plus offices and a warehouse lo- 
cated in Omaha, the company now 
has two strategically located ware- 
houses to service dealers in Ne- 
braska and surrounding territory. 

J. P. Ashton, Des Moines, presi- 
dent of the firm, said the expansion 
of the company indicates the 
growth and advantages inherent in 
the rapidly expanding Lincoln 
area. It also demonstrates the 
great possibilities in the rich Ne- 
braska commonwealth. 

In 1946, the Ashton brothers 
opened their first tiny warehouse 
in Des Moines. Since then the firm 
has had a continuous growth and 
today takes its place as one of the 
largest and most progressive build- 
ing material wholesalers in the 
midwest. Ashton operates ware- 
houses in Des Moines and Mason 
City, lowa, in addition to the ware- 


— 


Sey 


A fragrant wood for quality fin- 
ishing. Age mellowed, it's easily, 
quickly worked. 


They're Tighter Grained 


IDAHO WHITE FIR 
PONDEROSA PINE 
IDAHO WHITE PINE 


—Since 1832— 


RUSSELL & PUGH 
LUMBER COMPANY 


SPRINGSTON, IDAHO 
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Storm Tested 
A, DOUGLAS FIR & LARCH 


from the Coeur d'Alenes 


houses in Omaha and Lincoln, Neb. 

“It always has been my belief,” 
Ashton says, “that the distributor 
sell only to recognized retail deal- 
ers. In this respect we are proud 
of our policy and the reputation we 
have built. We sell only to retail 
dealers at wholesale, devoting our 
services to their interests exclu- 
sively. We have no retail affiliates 
—and we do not sell to contractors 
or applicators.” 


Ashton is past president of the 
National Building Material Deal- 
ers Association and a member of 
the board of directors for the Na- 
tional Plywood Association. 


New Seattle Corporation 
Elects Top Officials 


Incorporation of MacKintosh & 
Truman, Seattle wholesale lumber 
firm, was recently announced by 
I. Y. MacKintosh. 

George L. Fairbairn, vice-presi- 
dent of Marsh & Truman Lumber 
Co., Chicago wholesalers, has been 
elected vice-president of the new 
firm. Fairbairn will continue to 
make his headquarters in Chicago. 

MacKintosh will be chairman of 
the board. Directors are: Fred W. 
Gottschalk, president; G. L. Fair- 
bairn, vice-president; G. R. Berry, 
secretary, and Norman L. Neve, 
treasurer. 





Load or Unload a Load 
or Half Load ata Time 
lete Beds Shipped KD 


Easy Assembly & Mounting 
Write, wire or phone for Catalog ond Prices 


The R-B COMPANY 


Comp 


Reserve Supply Expands 
Buys La Crosse Warehouse 


As the second step in its long- 
range decentralization program 
Reserve Supply Co., St. Paul, 
Minn., opened a second branch 
warehouse at La Crosse, Wis., last 
month. 

Market analysis showed that 
more than 50% of the lumber 
dealers in the La Crosse area are 
members of Reserve Supply and 
they were no longer using the St. 
Paul warehouse facilities to the 
same extent as they formerly did. 
Increased costs of truck and rail 
shipments were responsible for 
this. 

Reserve Supply Co. has taken 
over the inventory and warehouse 
facilities of the Griffin Wholesale, 
Inc., La Crosse. 


Two New Fiberglas Distributors 


To make Fiberglas roof insula- 
tion more accessible to architects, 
builders and roofing contractors, 
Certain-teed Products Corp., Ard- 
more, Penna., and Flinkote Co., 
New York City, are now distribut- 
ing the product in 37 states east 
of the Rocky mountains. 

Owens-Corning Fiberglas Corp., 
manufacturer of the product, says 
the new arrangement will broaden 
distribution and provide better 
service to all customers. 


Reduce Delivery Costs 
and Speed up Deliveries 


TRUCK BODY 





1921 Guinotte 


KANSAS CITY 1, MO. 
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NEW additions to 
te WESLOCK [ine 


These new WESLOCKS are available for 
Sliding Pocket Doors. All outside trim is of 
solid brass. Locking levers on privacy locks 
are tempered steel and are retractable. No 
protruding bolts when door is in unlocked 
position. Reversible and will fit right and left 
hand doors 13%” to 1%”. 


New 51/2" ESCUTCHEON 
WITH 5” BACKSET 


WESTERN 
WeesLock 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS 
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THE LUMBER MARKET 


Tacoma Building Spurt 


Depletes Dwindling Stocks 
TACOMA—tThe third week of 
the paralyzing lumber strike finds 
shortages increasing alarmingly 
in many grades of lumber. Some 
small mills, which are operating 
under union agreements whereby 
the operators have signed to pay 
whatever general industry-wide 
contracts may be negotiated, are 
concentrating on better grades. 
Demand is brisk and prices gener- 
ally have shown a gain of 10% or 
better. Most of the business is lo- 
cal and both mills and dealers are 
taking care of old customers before 
considering new ones. 

Demand for lumber of all types 
has been brisk. June and July ordi- 
narily bring an upswing in build- 
ing, but this year local construc- 
tion has shown an unusually active 
spurt, so demand from all quarters 
has been heavy. Most dealers are 
already out of shiplap and sup- 
plies of No. 3 grades in dimen- 
sional lumber are depleted. A few 
small mills putting out common 
lumber are operating. The demand 
for their output is heavy and 
prices are up, sometimes as much 
as $10 a thousand. Prices gener- 
ally are expected to increase as 
stocks dwindle. 


Kansas City Fir Scarcity 
Starts Yellow Pine Rush 


KANSAS CITY—The big news 
in the southwestern lumber mar- 
ket in the last few weeks has been 
the abnormal rush for yellow pine, 
occasioned by the shutoff of fir 
movement from the west coast, 
which is tied up by strike. While 
lumber firms in the southwest ex- 
perienced their greatest rush of 
orders ever, there were definite 
signs of retailers’ resistance to 
the price hikes that took place at 
the start of the strike. 

Retailers with orders have been 
forced to buy and are paying the 
higher level, generally running 
about $5 a thousand above the 
average that existed prior to the 
west coast strike. But, otherwise, 
retailers are biding their time and 
are not interested in stocking their 
bins with lumber at current quota- 
tions. 

Production is falling far behind 
sales and mills are not showing 
any concessions whatsoever. Re- 
ports are current that many small 
mills which had been out of pro- 
duction since last year have re- 
sumed operations because prices 
now will give them a realization. 

The hardwood market still was 
draggy and as yet the strength in 
other woods has not been reflected. 
With the furniture shows over and 
factories starting to step up pro- 
duction there is some belief that 
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hardwoods may firm in demand 
before long. Industrial buying and 
inquiries from the box plants have 
been at a low ebb. 

Mills, it is heard, are not going 
to boost prices on softwoods for 
the time being. The trade looks for 
substantial inquiries in the near 
future from the farm belt, which 
will have a very satisfactory cash 
return on the large wheat crop. 
When farmers are prosperous in- 
creased building activity follows, 
past experiences show, and the de- 
mand for lumber should improve 
this fall. Residential construction 
is booming in the southwest this 
year, with the June and July starts 
running well above a year ago. 


Seattle Prices Eased; 


Kiln-Dried Stock Scarce 

SEATTLE—With the strike well 
into its third week the upward 
spiral of prices has been eased due 
to seasonal slow buying around 
July 4th, filling of emergency 
needs and the fact that there is 
still production running about 
25% of normal. Lumber is still 
available in many items, particu- 
larly kiln-dried stocks. 

Some mills are operating under 
temporary agreements paying 5¢ 
to 742¢ an hour over the old scale 
pending adjustment. Waterfront 
mills are down 100%. Some non- 
union mills are running three 
shifts and hiring workmen from 
struck mills. The Southern Pacific 
Railway reports lumber shipments 
only 20% off. A West Coast Lum- 
bermen’s survey with 168 mills re- 
porting lists 60 as operating or 
20% producing 30 million feet. 

Easing of prices is mostly in 
green fir dimension which has 
more than reached its peak and 
has declined $4 to $8. Transit 
prices are lower. Dry hemlock 
commons cannot be bought. Kiln- 
dried mills represent the largest 
percentage closed. 

All combination mills are closed. 
Products of western red cedar are 
firm in prices. Siding is scarce and 
so are No. 1, 5X shingles. Pines 
are firm due to the strike and 
spruce is steady. Much lumber is 
coming from British Columbia. 


Western Pine 


There were 89 mills reporting to 
the barometer of the Western Pine 
Association for the week ending 
July 3. Production, including pur- 
chases, totaled 45,384,000 feet. 
Orders were 61,188,000 feet— 
34.8% over production, while ship- 
ments reached 44,769,000 feet— 
14% under production. Orders 
were 36.7% above shipments. For 
the year to date, orders are 2% 
more than for the same period of 
1958. Shipments show a decrease 
of 2% and production is down 5%. 


Market Prices Omitted 


Because of the wide varia- 
tion and rapidly - changing 
prices due to the west coast 
lumber strike, the tabulation, 
Lumber Prices at Press-Time, 
does not appear in this issue. 
It will be resumed when the 
strike ends. 





West Coast Strike Ups 
Southern Pine Prices 


LEBANON — Fir lumber and 
plywood prices are rising in Ken- 
tucky. Dimension lumber is $10 to 
$20 higher than during the first 
part of the year, very little below 
the record high of 1950. Southern 
pine prices have stiffened mate- 
rially during the past few weeks 
when the threat of a west coast 
strike became known. It is almost 
impossible to get a quotation from 
a southern pine mill without defi- 
nite shipping instructions. Prices 
seem to be changing upward 
hourly. 

Until this strike, southern pine 
production and sales have been 
running well below 1953. Prices, 
too, were steady to weak. Every 
day the strike continues will find 
more pressure on southern pine 
with shipments lower and prices 
higher. 

There were 124 mills reporting 
to the Southern Pine Association 
weekly trade barometer for the 
period ending July 3. Production 
reached 19,340,000 feet. New or- 
ders were 32,278,000 which when 
added to the orders on hand to- 
talled 88,237,000 feet. Shipments 
were 24,931,000 feet — 28.91% 
above production — and orders on 
hand at the end of the week were 
63,306,000 feet. Orders ran 66.9% 
above production for the week. 


National Output, Sales 


Lumber shipments of 491 mills 
reporting to the National Lumber 
Manufacturers Association were 
43.5% above production for the 
week ending July 3. In the same 
week, new orders of these mills 
were 33.1% above production. Un- 
filled orders of the reporting mills 
amcunted to 4% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 
26 days’ production at the current 
rate; gross stocks were equal to 
51 days’ production. 


Northern Pine 


Five mills reported to the North- 
ern Pine Manufacturers Associa- 
tion for the week ending July 3. 
Production was 1,485,000 feet; 
shipments 1,120,000 feet. New or- 
ders were 2,010,000 feet and un- 
filled orders were 6,370,000 feet. 
Stocks on hand were 49,650,000. 
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Bit and Shank Set 


A new eight-piece Best-Bore bit 
set of seven bits and shank is 
packed in a handy plastic case with 
individual clear plastic pockets for 
each bit and mounted in a colorful 
box. The chrome plated shank is 
fitted with a slotted collar to hold 
each of the bits firmly locked in 
position. Snell Div., Parker Mfg. 
Co., Dept. AL, 150 Washington St., 
Worcester, Mass. 


For more data circle No. 1 on coupon, p. 84 


Paint Remover 

New Zip-Strip expands the oil 
and resin film of the paint, varnish, 
or enamel so that it loses its adhe- 
sion to the surface to which it is 
secure, claims the manufacturer. 
When applied to a surface, Zip- 
Strip’s Bubble Off action will work 
through many coats of paint in a 
single application. Having the con- 
sistency of enamel, it will not run 
on vertical surfaces. Star Bronze 
Co., Dept. AL, P. O. Box 568, Alli- 
ance, Ohio. 


For more data circle No. 2 on coupon, p. 84 
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Tub-Caulk in Four Colors 

Miracle Tub-Caulk now comes in 
four colors that harmonize with 
colored bathroom fixtures and col- 
ored bathroom tile: sky blue, jade 
green, coral pink, sun tan, plus 
white. Miracle Tub-Caulk in color 
dries within one hour to a tight 
waterproof seal that won’t shrink 
or crumble. Colors keep their 
smooth finish even after repeated 
use of harsh scouring powders re- 
ports the manufacturer. Miracle 
Adhesives Corp., Dept. AL, 214 E. 
53rd Street, New York 22, N. Y. 


For more data circle No. 3 on coupon, p. 84 
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New Abrasive Saw Blades 


Handee abrasive saw blades 
come in two sizes, seven inches 
and eight inches in diameter, and 
in two types: masonry and general 
purpose. According to the manu- 
facturer, the universal bushing 
eliminates the necessity of buyinz 
special blades to fit a specific tool, 
and offers the dealer the opportu- 
nity of reducing his saw blade 
inventory. A special feature of the 
Handee is the colorful self-service 
display—a dozen blades to a car- 
ton. Chicago Wheel & Mfg. Co., 
Dept. AL, 1101 W. Monroe St., Chi- 
cago 7, Ill. 

For more data circle No. 4 on coupon, p. 84 
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YOUR PROFITS 
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WEST COAST 
DOUGLAS FIR 
Why let unneeded sizes crowd 
your yard? Air-King ships the 
best green Douglas Fir as you 


want it— specific lengths and 
widths to 24-ft. — fast. 


Let us demonstrate. 


MANUFACTURING 
CORP. 


Tigard, Oregon 
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Garage Plan for August 

This is Strand Garage Plan of 
the Month for August—a 14-car 
garage with a T-shaped roof. Con- 
struction is frame and brick veneer 
with a nine foot wide overhead 
steel door that can be painted to 
match, or contrast, with the wood 
siding or trim. Overall size of the 
garage is 24’ by 14’. Free two-page 
Plan of the Month sheets are avail- 
able on request. Strand Garage 
Door Div., Detroit Steel Products 
Co., Dept. AL, 3103 Griffin St., De- 
troit 11, Mich. 


For more data circle Neo. 5 on coupon, p. 84 


New Wood Preserver 


A new wood preserver is called 
Pentox and contains Pentachloro- 
phenol plus Rosin Amine D. In ad- 
dition, a new solvent system is used 
in the formulation of Pentox. Un- 
der proper conditions, this permits 
painting over the treatment in as 
little as four hours. Pentox is 
packaged in 5 gallon and 54 gallon 
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units in either Ready-to-Use or 
l-to-4 concentrate form. Osmose 
Wood Preserving Co. of America, 
Inc., Dept. AL, 980 Ellicott St.. 
Buffalo, N. Y. 


For more data circle No. 6 on coupen, p. 84 


Bath Enclosure 

The Shower Magic bath enclo- 
sure features fiber glass panels, 
aluminum framing and five colors 
to match with the bathroom color 
scheme. Shower Magic has been 
especially designed to fit any 
standard recessed tub. All parts 
are accessible for cleaning and in- 
stallation is said to take less than 
one hour. Daryl Products Corp., 
Dept. AL, 965 8S. W. 8th St., Miami, 
Fla. 


For more data circle No. 


7 on coupon, p. 84 





When they FS they Buy 


A full inventory of H-W shelf- 
hardware specialities provides 
the most wanted household 
conveniences, free from “shelf- 
warming” ofit-eaters. Every 
item is sales-tested for your 
protection. Precision cast by 
economy production methods; 
——- y eee rust-re- 
sista ompetitive riced. 
EXTRA SALES VALUE pM ate from 
—. merchandising aids 
that include the #1001 display 
rd, House Numbers coun- 
ter-carton, Closet Red demon- 
strator. Ask your jobber! 


HALL-WESSEL © OMPANY 
2116-2126 W. Nicholas Street 
Philadelphia 21, Pa. 

In fa. Export 

. S. Hall Co. Hall & Reis, inc. 
25 Grenville St. 165 Ana hone 
Toronto 1 New York 6 


Worth asking for... by NAME GES persue speciaties 
{2 Oh Pag cof RR Ae t/23 
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Hammer-Head Caps 


Nylon Hammer-Head Caps to fit 
all standard ball peen and claw 
hammers makes any hammer a ny- 
lon hammer. Two sizes of Lempco 
Nylon Hammer-Head Caps fit 80% 
of all existing hammers, SP-8 for 
eight ounce hammers and SP-16 
for 16 ounce hammers; three addi- 
tional sizes fit standard 4, 6, 12 and 
24 ounce hammers. Samples are 
mounted on counter cards. Lempco 
Automotive, Inc., Dept. AL, 5500 
Durham Rd., Bedford, Ohio. 


For more data circle No. 8 on coupon, p. 84 


Venetian Blind Kits 

Venetian Blind Re-Tape and Re- 
Cord Kits help the homeowner re- 
new his venetian blinds himself. 
The Re-Tape Kits, for standard two 
inch metal slats, are available in 
two grades. The Re-Cord Kit con- 
tains 10 yards full size 4% vene- 
tian blind cord, two matching 
tassels and one equalizer. Both Re- 
Cord and Re-Tape Kits are avail- 
able in 15 colors. A stand 11” wide, 
134%” long and 20” high is avail- 
able. J. Rubenstein & Sons, Dept. 
AL, 278 Johnston Ave., Jersey City 
4, N. J. 


For more data circle No. 9 on coupon, p. 84 


Garage Door Opener 

The Alliance Lift-A-Dor opens 
and closes overhead type garage 
doors by pushing a button on the 
dash. It also locks and unlocks; 
turns the light on or off automati- 
cally. A radio impulse transmitter 
installed under the hood of any 
automobile is tuned to the receiver 
installed inside the garage. This 
receiver activates a motor mech- 
anism to raise or lower the door. 
Alliance Mfg. Co., Dept. AL, 100 
Lake Park Blvd., Alliance, Ohio. 

For more data circle No. 10 on coupon, p. 84 
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ARE YOU GETTING THIS 
FREE SERVICE? 





LW 


Wrura you like us to send you the names of prospects who ask us 
where they can buy Firzite,Satinlac and Weldwood Plastic Resin Glue? 


We get hundreds of such inquiries every week — from the 25 
million readers of Saturday Evening Post, Better Homes and 
Gardens, Popular Science and some 20 other national magazines. 


Customer Leads — Free 


We sort out these inquiries by cities and send the names and addresses 
to any neighborhood store who registers with us as a carrying dealer. 
He contacts the customers and makes the sale! 


File Your Name Now! 


Want us to send you names of those who write in for dealer infor- 
mation from your neighborhcod? Simply tell us on a post card which 
Weldwood items you carry (as listed below) and mail toDept. CD-1, 


If you're not now stocking Weldwood Plastic Resin Glue, 
Firzite and Satinlac, you're missing plenty of profits. Order now! 


UNITED STATES PLYWOOD CORP. 
and U. S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities — Distributing Units in Chief Trading Areas 


Largest Selling Wood Giue — 


WELDWOOD’ 
peo Ro GLUE 


Blonde or pickled effects call for 


WHITE 7 } RZ iT E 


For magical woodsy 


Big demand for natural wood finishes, 


“ SATINLAC 


The big modern 


€ 


For making things or 
fixing things, recom- 
mend Weldwood Glue 
—for all wood-to-wood 
bonds and many 
other uses. Makes 
joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 15¢, 35¢, 
65¢, 95¢; 5 lbs., 10 lbs., 25 Ibs. 


BUILDING Propucts MERCHANDISER 


effects on hard. 
wood or soft, ply- 
wood or solid lum 
ber. For light pastel 
tones, tint with 
Colors-in- Oil. For 
soft wood and fir 
plywood paint jobs, 
WHITE Firzite as an undercoat, helps 


prevent grain raise or checking. (For 


soft wood or fir plywood stain jobs, 


recommend CLEAR Firzite, to tame 
wild, unsightly grain.) 


In pints, quarts, gallons, drums. 


style trend is for 


SATINLAC light natural wood 
wwe 6finishes—on furni- 
mg 6=6ture, wood panel- 
* ing and woodwork. 
fa 06 When customers 
ES iy ask you what to 
use, you'll raake 
friends by recom- 
mending SATINLAC. It brings out 
and preserves the natural grain and 
color-beauty of any plywood or solid 
wood. Water-clear Satinlac avoids 
that “built-up” look. Easy to brush 
or spray; dries “dust-free” in 20 
minutes, ready for next coat in 3 
or 4 hours. 


In pints, quarts, gallons, drums. 


(To obtain more data on advertised products see page 84) 





Added Profits for 10,000 Reynolds 


NEW! G BEAUTIFUL 
ADDED T0 REYNOLDS 


ALUMINUM! 


eo 


~ 
* 
te 
+ 
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” 
@ 
eo ee 
ws 
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NEW CLOVER LEAF STUCCO 


EMBOSSED PERFORATED SHEET SHEET 


NEW ROUND HOLE PERFORATED 


NEW LINCANE PERFORATED 
SHEET 


A Total of 8 Sheets Makes This Your Biggest Profit Opportunity 
Since Reynolds Introduced Do-It-Yourself Aluminum! 


Consumer and dealer alike have seized upon Reynolds 
Do-It-Yourself Aluminum —have made it a household 
word in less than a year. And now Reynolds opens the 
door to bigger sales by adding 6 “buy-catching” sheet de- 
signs to the already well-established Plain Sheet and 
Leather Embossed Sheet 


Your Customers Will Want These Sheets to make ra- 
diator covers, magazine racks, screen door guards, kick 
plates, waste baskets—dozens and dozens of things for 
the home. 


These New Sheets Are Available through your dis- 
tributor in standard 10-sheet carton of any one design or 
combination carton with five each of two designs—as 


illustrated. Order today for bigger profits tomorrow! 


Backed By Plans and Patterns Program. With the addi- 
tion of Reynolds’ new Plans & Patterns Program, your 
Reynolds Do-It-Yourself Aluminum Display Rack now 
becomes a super-effective merchandising and selling unit. 
There is a fully illustrated Plans & Patterns Catalog to 
hang right on the rack for easy customer reference; and 
each one of the Plans & Patterns is an attractively illus- 
trated selling piece in itself. 

The wide variety of plans and patterns brings custom- 
ers back. Every new plan or pattern purchased means 
not only an additional sale of Reynolds Do-It-Yourself 
Aluminum, but frequently the sale of related items as 
well. 


NEW UNION JACK 
PERFORATED SHEET 


DEALERS: Write to Reynolds Sales Company, Louisville 1, Kentucky, for your Catalog 
and complete details on our Plans and Patterns Program. 
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Dealers Across the Country! 


SHEET DESIGNS 
DOUT-YOURSELF 


NEW SQUARE 
EMBOSSED SHEET 


SPECIAL NOTICE 


to interested Dealers! We want each j 
of our dealers to receive his Franchise as f 
an authorized Reynolds Do-It-Yourself j 
Aluminum Dealer, so that he can enjoy i 


do not yet have your franchise, please 
write today to Reynolds Sales Company, 


) 
s 
s 
j 
) 
’ the full benefits of this arrangement. If you 
f Louisville 1, Kentucky. 

(Ss 
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*T. M. REYNOLDS METALS COMPANY 





” A Word of © 
CAUTION: 
Customers should be warned to 
use only Reynolds Do-It- 
Yourself Aluminum .. . 
inary aluminum may /” 


harm tools. 
Do-It-Yourselj Alu- 


min d by lead. / . 
ing tool man- 





This SPECIAL SEAL is attached to every piece 
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NEW PRODUCTS 


(begins on page 59) 





New Varnish for Wood Surfaces 


A new varnish which is said to 
be non-toxic, non-inflammable and 
impervious to sunlight, dries to a 
hard glass-like finish. Varna-Plate 
is suited for commercial or indus- 
trial interiors, exteriors, floors, 
panels, furniture and wood prod- 
ucts. Spearhead Boiler Plug & Spe- 
cialty Co., Dept. AL, 704 Woodland 
Ave., Cleveland 15, Ohio. 


For more data circle No. 11 on coupon, p. 84 


Aluminum Platform Step 


A new auxiliary ladder step is 
called Eze-Tred. The new ladder 
step is constructed of aluminum 
and automatically adjusts to lad- 
der size without the use of nuts, 
bolts or other fastenings. It fits all 
standard wood ladders. The step is 
quickly and easily moved from 
rung to rung, as required. Safway 
Metal Products Co., Dept. AL, 
1111 Webb Ave., Detroit, Mich. 


For more data circle No, 12 on coupon, p. 84 


Decor Modular Unit Cabinet 


These cabinets are designed for 
use in a wall covering a recessed 
article. Individual units can be 
purchased, however, and all com- 
binations are priced by the indi- 
vidual unit. Standard dimensions: 
each unit 34”x31"x12” with two- 
spacer, additional 2”. Made from 


select kiln-dried sugar pine, %,” 
stock. Price lists and cabinet vari- 
ants are available. Decor Div., 
Stiles, Inc., Dept. AL, 1555 East- 
ern Ave. S.E., Grand Rapids 7, 
Mich. 


For more data circle No. 13 on coupon, p. 84 


Anchor & Masonry Drill Kits 


To acquaint customers with “Hi” 
Plastic Screw Anchors, Holub In- 
dustries has developed three intro- 
ductory kits that include a quan- 
tity of anchors plus carbide tipped 
masonry drills in a handy plastic 
case. The complete kits are being 
sold at approximately the regular 
cost of the anchors alone. “Hi” 
Anchors are made of Ethyl Cellu- 
lose and are approved by Under- 
writers’ Laboratories, Inc., for in- 
door and outdoor use. Holub Indus- 
tries, Inc., Dept. AL, 413 DeKalb 
Ave., Sycamore, III. 


For more data circle No. 14 on coupon, p. 84 


(continued on page 66) 








WHOLESALE 


REDWOOD DISTRIBUTORS 


Hobbs Wall have been shipping 
Redwood lumber to retail 


Dealers since 1865 


Kiln-Dried Finish © Sidings © ‘Truck and Rail Shipments 


Exclusive Distributors For 


WILLETS REDWOOD PRODUCTS CO. 


A MEMBER OF THE CALIFORNIA 
REDWOOD ASSOCIATION 


HOBBS WALL 
LUMBER CO. 


405 Montgomery Street © San Francisco, California 
GArfield 1-7752 





HOLT HARDWOOD CO. 


Manufacturers of 


BIRCH e BEECH e 
STRIP e@ BLOCK 
and 
HERRINGBONE 
FLOORING 
* 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


. 
GRADED SAWDUST 
. 
High Grade Northern Hardwoods 


MAPLE e OAK 


Custom Kiln Drying 


Members: M.F. M.A. N.H.L A. ON. H. 8 H M.A. 


OCONTO, WISCONSIN 
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“CF” SERIES 3'4’over- . j (beh M IN 
all depth permits easier N t 

mounting in ceiling or NE 

sidewall. Blower type * : MILLS 

pressure blade. Two ‘> 

models: 400 C.F.M. or 


a 3 ; tl hoy) 
MORE eto 


TIME-SAVING installation | FR ronperosa rine 
features BUILT IN ‘ . ~) MOULDINGS 


CUT STOCK 


e Sidewall fans packed complete in one carton. * * 


Outside housing slides out for installation—nothing J 
to disassemble. FIR AND LARCH 
e Ceiling fans packed complete in one carton. Inside 
housing immediately available for preliminary in- 1 WHITE FIR 
stallation. Carton includes motor, blade and grill 


in smaller carton. DIMENSION & BOARDS 


e Motor and blade mounted on one bracket installs 
by merely tightening two wing nuts. 


e All fans equipped with extra long ‘‘Break Off’ 
bolts. Enables installer to compensate for wall or 
ceiling irregularities requiring longer or shorter bolt. 


Blue Mountain Mills’ large timber 
holdings in John Day Valley are in 
the center of one of the country’s 
e Grills removable by merely unscrewing center finest wands of Pondercse Pine and 
rill knob—ne tecla ¥ lead , > associated species. Our facilities and 
B a ‘ care in the manufacture of this raw 
material give you lumber and lumb 
e Full 5 year guarantee on all models. products of outstanding quality and 
salability. 


e 11 models to choose from. 





“TC” SERIES Exhaust through ceiling 


for truly economical installation. ‘‘Reducer”’ 100% KILN DRIED 
incorporates counter-balanced, automatic 
shutter. Adjusting hangers permit easy ad- 


justment of housing to desired distance Courteous, efficient handling of all in- 
below joists. 525 C.F.M. or 750 C.F.M. at 


ion Gietieae. quiries and orders. Write, wire or phone— 


“KE SERIES Wal! switch or pul! chain 
models. All models adjustable and are 
available for all wall thicknesses . . . 590 
C.F.M. or 800 C.F.M. 


Ask your jobber or write for fully illustrated catalog to 


BERNS MFG. CORP. 


3050 NORTH ROCKWELL STREET CHICAGO 18, ILL. 
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NEW PRODUCTS 


(begins on page 59) 





New Aluminum Railing 


Decorail not only serves as an 
excellent item to aluminum awn- 
ings, storm doors and any home 
improvement product but it’s new 
patented assembly features make 
installation so easy that it can well 
be used as a do-it-yourself item. 
Decorail dealers buy individual 
parts, such as_ spindles, post, 
flanges, caps, scrolls, etc. All parts 
are machined and ready for assem- 
bly. St. Louis Industries, Dept. AL, 
8113 Rosalie Ave., St. Louis, Mo. 


For more data circle No. 15 on coupon, p. 84 


VN gh 

a Mt 
c= t 

Line of Painters’ Cutlery 


A new line of painters’ cutlery 
includes seven putty knives, seven 
wall scrapers, five spachtling 
knives and two putty chisels. Cut- 
lery of the new P13 line has extra- 
large black Tenite handles, firmly 
secured to the blade by three brass 
rivets. The blades are high-carbon, 
oil-hardened, tempered and mirror- 
finished steel. Red Devil Tools, 
Dept. AL, Irvington, N. J. 


For more data circle No. 16 on coupon, p. 84 


Decorater Garage Door 


Overhead garage doors that the 
homeowner can decorate himself, 
as well as install, are now being 
offered. A variety of inexpensive 
designs give the home handyman 
his own distinctive pattern—and 
give the dealer profits over and 





above the sale of the door. The 
Decorator Door is moderately 
priced and simple to install, claims 
the manufacturer. It is said to 
have the same heavy-gauge, qual- 
ity hardware as the manufactur- 
er’s de luxe line. Graham Indus- 
tries, Inc., Dept. AL, 6901 Carnegie 
Ave., Cleveland 3, Ohio. 


For more data circle Ne. 17 on coupon, p. 84 


Reduce Headroom Requirements 
Two new construction features 
have been developed which reduce 
headroom requirements for Wedge- 
Tisht garage doors. One feature is 
a i0” radius track and the other a 
double roller arm which replaces 

standard top roller carriers. 
The 10” radius track is option- 
(continued on page 68) 

















Famous for 
Soft Texture 


Lightweight 
—easy to 


handle 


Nice to Work 
—dresses smooth, 
easy to nail, 
takes any finish 


Uniform High 
Quality and 
Dependable 
Grades 


Above is average of timber being cut today on our second 


Arkansas 





OZAN PINE 


Builders and dealers who know quality have specified 
Ozan Pine for many years. They find it builds easier, 
faster and can be counted on for long lasting top per- 
formance in countless uses. It’s consistently fine lumber 
and a solid seller. Join the Ozan dealer family today! 
Ozan Lumber Company, Prescott, Arkansas, 


cycle cutting en 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 





HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 








MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Sawing W ood Since 189] — 
ed QUALITY 


LUMBER Kiln-dri 
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*Roseburg’s Douglas Fir and Pine Lumber 
and Fir Plywood come from timber in the 
heart of Douglas County, Oregon. Douglas 
County has the largest stand of virgin tim- 
ber in the U.S. today. You are assured 
superlative quality and that Roseburg 
products will satisfy under all conditions. 





ORDER FROM YOUR NEAREST ROSEBURG WHOLESALER OR JOBBER 


(If you don’t have his name and address handy, just clip and mail in the adjacent coupon.) 


ROSEBURG 
LUMBER CO. 


General Offices and Sales 
teh) 3:1!) icmme) ticle) 


Sawmill and Plyv ood Plant 
DILLARD, OREGON 
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Roseburg Lumber Co., Roseburg, Oregon 


(] Please send us nome of the necrest ROSEBURG Lumbor Whole- 
saler or Jobber 


©) Please send us name of the neorest ROSEBURG Piywood Whole- 
saler or Jobber 
DTU cnscuisissensesiinishectalipneiairictasianiiiasiaa lect atid 
TOU cscaisterebgpshenrtineieilineastnatinictiieasgemeineniiniiiaaail 


ee See ae ae HEED oe 


ai sie eee ae 

















NEW PRODUCTS 
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ally available at no extra cost and 
permits doors up to seven feet high 
to operate in only 9%” of head- 
room using standard hardware. 
The double roller arm permits 
doors to provide easy operation in 
only 4%” of headroom. Calder 
Manufacturing Co., Dept. AL, 630 
N. Prince St., Lancaster, Penna. 


For more data circle No. 18 on coupon, p. 84 


Sliding Shelf Guides 

The new guides are die-formed 
of heavy-gauge, double-protected 
steel and won't warp or give. Over- 
all dimensions: 244,” long by 15,” 
high. Guides are packed two to a 
set, 24 sets per shipping carton. 
Shipping weight is 20 lbs. per car- 
ton. Leigh Building Products Div., 
Air Control Products, Inc., Dept. 
AL, Coopersville, Mich. 


For more data circle Neo. 19 on coupon, p. 84 


Nylon Braided Cord 

New King Cotton 100% nylon 
braided cord is white cord that is 
said to be more than four times 
as strong as cotton chalk or ma- 
son’s line. Sizes 18 and 21 on 100 
spools are packaged in the color- 
ful display box illustrated. Also 
available in 250’, 500’ and 1,000’ 
spools. John H. Graham & Co., 
Inc., Dept. AL, 105 Duane St., New 
York 8, N. Y. 


For more data circle No. 20 on coupon, p. 84 


Ring-Type Edge Pull 

The new Edge Pull has a ring 
type pull and a beveled face plate 
on the underside. In installation, 
it automatically sizes the mortised 
hole to the face plate and leaves 
no ragged edges. All brass and 
bronze finishes are protected by a 
transparent baked enamel finish. 
It is available in all standard fin- 


ishes. The Ajax Edge Pull #315 is 
packaged separately in a clear 
plastic envelope with the necessary 
screws. Ajax Hardware Mfg. Corp., 
Dept. AL, 4351 Valley Blvd., Los 
Angeles 32, Calif. 


For more data circle No. 21 on coupon, p. 84 


Vinyl Flooring in Rolls 

KenFlor vinyl flooring has just 
been made available by the yard, 
in rolls 27”, 45” and 54” in width. 
(continued on page 74) 








‘TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 














WHITE FIR 








PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 

















(To obtain more data on advertised products see page 84) 


July 26, 1954 AMERICAN LUMBERMAN & 








# * om 


ey Binoesti DISTRIBUTOR. 
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Coast Lumber 
< ae 


Yamber Pi Products 


SPECIALIZING IN 


~ PONDEROSA PINE 
“DOUGLAS FIR 
_».. REDWOOD 


Geo.J.Silhernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-9540 
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Wisconsin 


‘| SOLID CORE 


FLUSH 
DOORS 
are hetter 





oem 
DESIGN 





|_al AKES 


BETTER 
poor! 





YOU NEED 
SOLID CORES, TOO! 


For every construction job, every 
remodeling job, the customer 
needs some SOLID CORE flush 
doors, too! They can't be replaced 
for outside openings, so don't 
overlook this business if you sell 
doors! 


Offer your customers this finer, 
tested and proved SOLID CORE 
flush door with beautiful Birch 
faces, and you'll be certain to 
satisfy every time. Contact us 
now for the full description. 


| % Exclusive, Advanced Design! 


% Western Softwood Cores! 

% Core Pieces Cut Vertical Grain! 
& Stiles Clear Lumber Full Length! 
*% Core Pieces Edge Glued to Stay! 
% Most Beautiful Faces Anywhere! 


Phone—Wire—Write—Today! 


. 


Telephone TExas 4-8008 
10101 Lyndon Ave. Detroit 38, Mich. 
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PAINT AND HARDWARE are the only items sold directly from the downtown 


store. Insert: Paul F. Rosenberger. 


Paul F. Rosenberger of Rosen- 
berger & Co., Inc., Winchester, 
Va., says, “An encroaching busi- 
ness district around your lumber 
yard doesn’t need to hurt your 
business.” 


Commercial construction around 
his long-established lumberyard in 
the downtown area of Winchester 
and the need for a new yard posed 
a problem. The company met this 
situation by building an expansive 
out-of-town distribution and stor- 
age yard, plus remodeling their 


seseneeg 


i Jae 2 downtown sales office. 
ee hm 


Most sales are made at the main 
office, then telephoned to the dis- 
tribution yard for delivery. Paint 
and hardware, the only items 
handled at the main office, amount 
to 20% of the retail sales. 


This setup has given Rosenber- 
ger a reputation for excellent 
service. Not infrequently, a cus- 
tomer’s materials order arrives 
home about the same time he does. 








SELL FLOORING 


(begins on page 20) 





tomers can see the flooring in actual use.” 

The Ed Williams Lumber Co., Canton, Ohio, has 
three different types of hardwood flooring installed 
in their new home planning room. In-use flooring dis- 
plays must be well maintained if they are to attract 
favorable interest. 

Small sections of flooring can be affixed to backer- 
boards and hung on walls or placed in windows to 
tie-in with newspaper and direct mail advertising 
campaigns. This technique is used by the Pay-N- 
Taket Lumber Co., Cedar Rapids, Iowa. The show- 
room of the D. Baker & Son Lumber Co., Grand Haven, 
Mich., features a display of short lengths of flooring 
installed on a wall section. The display alone has 
sold several jobs. 

The highly attractive literature on hardwood floor- 
ing should be prominently displayed in special racks 
near flooring displays. Literature and flooring dis- 
plays are “naturals” for home shows, county fairs and 
other community events. 


Use a Modern Pricing System 

A powerful merchandising weapon for dealers 
aiming at more hardwood flooring sales is the sys- 
tem of pricing flooring by the square yard and square 
foot. Both the National Oak Flooring Manufacturers 
Association and the Maple Flooring Manufacturers 
Association have developed pocket calculators which 
convert thousand-board-foot prices to square-yard 
and square-foot prices. The calculators are available 
from the associations at nominal cost. 

“Throughout the years we’ve been saddled with the 
practice of pricing oak by the thousand board feet,” 
says an NOFMA official. “The average person just 
can’t understand that because he’s used to thinking 
in terms of a few dollars per square yard.” 


A Manufacturer's Sales Approach 
Many flooring manufacturers are going out of their 


70 


way to help dealers increase sales. “About two years 
ago we set up within our office a special department 
whose major function is securing leads for school 
work,” says S. A. Wells, president, J. W. Wells Lum- 
ber Co., manufacturer of maple, birch and oak floor- 
ing. 

Wells explains that the leads are obtained from 
examination of trade magazines and metropolitan 
newspapers. The leads are processed and sent directly 
to local dealers. The firm follows up the leads and 
closely cooperates with dealers in making the sales. 

“We are of the opinion that the leads-system has 
materially increased our sales,” says Wells. 


Prefinished Floorings Save Money 


The rise of prefinished floorings offers dealers op- 
portunities for more sales to price-conscious custom- 
ers. Some prefinished products, which are laminated, 
are entering the do-it-yourself field because of the 
ease of installation. One manufacturer has recently 
come out with 9”x9” prefinished oak or walnut blocks 
which can be laid in mastic over any smooth, sound 
subsurface, including concrete. 

According to Bruce Magazine, published by the 
E. L. Bruce Co., Memphis, Tenn., the Denniston & 
Partridge Co. saved better than $40 per house in a 
project at Newton, Iowa, by using prefinished floor- 
ing. O. W. Owens, Denniston & Partridge sales man- 
ager, estimated a $4,000 savings for the subdivision. 


New Application Techniques 


A number of new application gimmicks are com- 
bining to make installation of hardwood flooring eas- 
ier and cheaper. One company incorporates a special 
nailing groove in its flooring which is said to cut lay- 
ing and finishing costs 25%-30%. Several nail-hold- 
ing racks with hammering plates now are on the 
market. 

New, FHA-approved methods make it possible to 
lay hardwood flooring in homes built on concrete 
slabs. The system involves laying nailing planks or 
screeds in mastic applied to the concrete; the flooring 
is nailed directly to the subsurface planks. Both the 
NOFMA and the MFMA have details available on 
this procedure. 
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Meet the Growing Demand! 


The popularity of dry wall construction is grow- 
ing ... and growing fast! That means more and 
more of your customers will need dry wall tools, 
The perfect answer is Goldblatt Dry Wall Tools! 


Big demand? You've seen it yourself. For ex- 
ample, look at these figures: an estimated 7,000,000 
owners of one-family homes need more space. At 
$1,000 a room, the dollar potential of this new mar- 
ket is $7 billion—almost half of the total $15 billion 
volume of new residential construction done in 1953! 
The big part of this work will be dry wall construc- 
tion. 


And that’s a new market—a bonus market in 
addition to the growing use of dry wall in mew home 
construction. 


Get ready now to fill your customers’ growing 
need for dry wall tools. Stock and sell the most com- 
plete line of tools especially designed to meet the 
needs of dry wall construction—Goldblatt Dry Wall 
Tools! 


SEND TODAY FOR 
FREE CATALOG 


You'll find this catalog 
is a guide-book to profits. 
Stock and sell Goldblatt Ce- 
ment-Finishing, Plasterers’, 
Dry Wail, Masonry and other 
construction tools and equip- 
ment... Discover NEW 
customers, NEW sales, NEW 
profits! 


FIRST CHOICE OF THE 
TROWEL TRADES 


oldblatt) roo. COMPANY 


1924-E Walnut St., Kansas City, Mo. 


SUILDING PropucTs MERCHANDISER 











Lumber and 
Lumber Products 


SUPERVISION 

AND EXPERT 
WORKMANSHIP 
FROM THE WOODS : 
THROUGH THE MILLS seen 
KEEPS TW&J —— 
QUALITY UNIFORM —— 


























e Prompt Delivery on \ 
Sugar and Ponderosa Pine 
Shop and Selects 
Vv Ponderosa Pine Boards 


© Douglas and White Fir 
Shop and Selects 


Douglas and White Fir 
Dimension and Boards 


Redwood 


\ Ponderosa Pine and Fir 
Mouldings 


v Pine Sash and Panel Doors 
TWENTY MILLS TO SERVE YOU 


Tarrer.Weastrer & Jounson. Iwe. 


Montgomery Street F Box 
SAN FRANCISCO 4, CALIF @ STOCKTON, CALIF 
7 7 é Teletype ' HC y 14.8364 P 
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NOW...the only complete branded 
farm fence line 


RED BRAND barbed wire 


For the first time, instant recognition of superior quality. 
All barbs are painted red. Now farmers know they get 
the same high quality in barbed wire they get with 

RED BRAND woven wire. Five styles. Two weights. 


RED TOP steel posts 


RED TOP Steel Posts are known on sight by farmers 
everywhere. They’re known for extra strength. Economy. 
Ease of setting. Years of advertising have made RED BRAND 
the most widely recognized of all fences, too. 


RED BRAND woven wire 


Up and down the highways... in state after state... 
you'll find the same record . ... the fence with the red top 
wire has proved why it’s the favorite. It lasts longer. 
Goes up easy. Seldom requires restretching. 
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RED BRAND 


join in this big new push 
to step up farm sales 


Full-page ads in leading farm magazines 


No other fence manufacturer proudly proclaims its quality by 
branding its products with a lasting, distinctive identification. 
This year we’re using full pages in two colors to give still greater 
impact to RED BRAND advertising. We’ll repeat the story 
again and again. 


Twice-a-week practical land use programs 


For years, Keystone has carried the story of actual farmer’s 
experience with the Keystone Practical Land Use Program on 
radio. It’s a program that builds your market for everything the 
farmer needs, to produce more at lower cost with less labor. 


Here’s a program with a real pay off for RED BRAND dealers 
who put it to work. 


Your own magazine to build farm sales 


This year greater emphasis will be placed on the importance of 
good feeding practices and buildings that will improve farm 
profits. It will help build a market for many products you sell. 
Every copy of your Practical Land Use Broadcaster, mailed to 
your farm list, can have your picture or your plant shown on the 
cover. You are unmistakably identified with it! 


There Is Much More to the Red Brand Story. Get Full Details Now. 
Place Orders Now For Fall Delivery. 


KEYSTONE 
STEEL & WIRE 
an eo ee 


Peoria 7, Illinois 
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NEW PRODUCTS 


(begins on page 59) 





All twelve KenFlor colors, which 
feature marbleization, are avail- 
able in the new rolls. Each roll 
is 75 lineal feet in length, with 
rolls down to 45 lineal feet at Ken- 
tile’s option. KenFlor by the yard 
can be used for floors, counter and 
sink tops and for wainscoting. Ken- 
tile Inc., Dept. AL, 58 Second Ave., 
Brooklyn, N. Y. 


For more data circle Ne. 22 on coupon, p. 84 
Steel Picnic Table Frames 


Two do-it-yourself sales in one 
are promised with Adams picnic 


al 
> 


(Teo obtain more data on advertised products see page 84) 


“ POSITIVE PRESSURE SEAL... 


ADAMS 
STEEL PICMIC 
. TABLE LEGS 


table legs sales of the steel 
frames, plus the lumber. Home 
handymen will find the complete 
table easy to assemble. Merely cut 
lumber to fit the frames, then bolt 
them together. The result is a 
table that’s braced at the corners 
and which may be quickly knocked 
down for winter storage. Dealers 
also may use these frames to build 


PRESSURE 
SEAL 
PROVES 

A POINT! 


exclusive in the PJ100! 


D. (KNOCK DOWN) ASSEMBLY 








and assemble picnic tables during 
the off-season and sell the com- 
plete table. The Adams Company, 
Dept. AL, 106 E. 4th St., Dubuque, 
lowa. 


For more data circle No. 23 on coupon, p. 84 


Illuminated House Numbers 


A package ready for installation 
contains 30 decal numbers and the 
Addresso electrically illuminated 
house number unit. The unit is 
equipped with an 18-volt bulb 
which makes the numbers easily 
readable at night. G & M Metal 
Fabricators, Dept. AL, 5162 W. 
Homer St., Chicago, Ill. 


For more data circle No. 24 on coupon, p. 84 








Decorator Pull for Cabinets 


A new cabinet door and drawer 
pull can be mounted on cabinets in 
various positions to give a wide 
variety of decorator effects. To in- 
troduce these new Decorator Pulls, 
Amerock offers a three-color dis- 
play 8”x1).” in size. American Cabi- 
net Hardware Corp., Dept. AL, 416 
S. Main St., Rockford, III. 


For more data circle No. 25 on coupon, p. 84 


Water-Repellent Coating 


Dehydratine No. 22 contains pol- 
ysiloxane resins generally known 
as silicones. Dehydratine No. 22 is 
applied by brush or spray after de- 
fective joints have been repaired 
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and consolidated by solid repoint- 
ing. It then repels water, mini- 
mizes efflorescence while allowing 
the masonry to breathe. Since De- 
hydratine No. 22 is a clear water- 
repellent it will not discolor or 
change the appearance of masonry 
surfaces. A. C. Horn Co., Inc., Dept. 
AL, 10th and 44th Ave., Long 
Island City 1, N. Y. 


For more data circle No. 26 on coupon, p. 84 


Sliding Aluminum Window 


The Glidemaster is a new hori- 
zontal sliding aluminum window 
featuring a Silicone weather seal 
at interlocking meeting rail, wider 
integral self-aligning flanges and a 
tamper-proof bolt lock that lies 
flush to trim. Whizzer Products 
Co., Dept. AL, Pontiac, Mich. 


For more data circle No. 27 on coupon, p. 84 


Painting Cut-in Tool 

Attached to a plastic handle, 
Roller-Mate has a three-inch by 
five-inch woven wool surface pad- 
ding and produces a finish of paint 
roller consistency around perime- 
ters of surfaces. Paint or varnish 
is applied by dipping into a shal- 
low container. The removable pad- 
ding is easily cleaned and replace- 
ment pads are available. McBell 
Enterprises, Inc., Dept. AL, 3309 
Douglas Ave., Racine, Wis. 


For more data circle No. 28 on coupon, p. 84 


Safe-Guard Storm-Lock 


The new Security Safe-Gard 
storm-lock, model No. TO-200, with 
two-way locking action, has been 
designed to prevent lock-outs. 
Storm-Lock eliminates escutch- 
eons, cutting of doors and drilling 
of plates. Storm-Lock is pre-assem- 
bled at the factory and ready for 
immediate installation. Security 
Storm Lock & Hardware Corp., 
Dept. AL, 858 E. 29th St., Brook- 
lyn 10, N. Y. 


For more data circle No. 29 on coupon, p. 84 
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STEELCRAFT 


“MANUFACTURING 


COMPANY NAME... 
9017 Blue Ash Rd , 
Rossmoyne Ohio Se rdnevedvecetsheveintccetecereevate 








Only \STEELCRAFT | 





MAKES A Complete LINE 
OF STEEL SLIDING CLOSET DOORS 


Whether it’s the lowest cost track-type 
with snap-in nylon rollers or the 
deluxe ‘op-hung models with the 
finest aluminum hardware, there's al- 
ways complete satisfaction in a Space- 
maker Steel Sliding Closet Door Unit. 


CEILING 
HEIGHT 





LOUVERED 
DOOR 


STOR-DOR 
STORAGE 
UNIT 





eal 


FEATURES 
@ Lowest prices 
@ 6'8 or 8 coiling height 


@ Packaged for 
"do it yourself” 


@ Wood grain or prime finish 





@ Optional wall trims 
' 


Steelcraft makes a complete line of fast selling metal building specialties. 


iPactrt Pte aT ti) Se esls A vsccevevsbenes 


att Mfg. Co., Dopt. AL-754 
Se as 


The Steeler 
9017 Blue Ash Rd., 


Please send complete information 
and prices on Stee’ craft Steel Sliding 
Closet 


Doors. 


.. TOME STATE 
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<> SALES AIDS 


Putty Knife Display Box 


The Duo-Fast Putty Knife is 
now being packed in a new green 
and white display box. The box is 
only about five inches wide and 
holds 12 of these easy-to-use putty 
knives. The tool also has a new 
plastic handle. Fastener Corp., 
Dept. AL, 860 Fletcher, Chicago 
14, Il. 


For more data circle No. 30 on coupon, p. 84 


Jalousie Display Demonstrator 


Fine Luggage Co., specialists in 
sample cases, has added a jalousie 
display case to their line of sam- 
ple cases for the aluminum win- 
dow and door industry. Replace- 
ment of jalousie samples are kept 
at a minimum as the jalousie keeps 
its lustre while in the case. Avail- 
able also are cases for storm win- 
dows, casements and doors. Fine 
Luggage Co., Dept. AL, 1087 
Broadway, Brooklyn, N. Y. 


For more data circle No. 31 on coupon, p. 84 
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Hardboard Wall Display 


Wall Display Fixture “W” is 
constructed of quarter-inch per- 
forated hardboard 4 wide, 43” 
high and a bin panel 13” deep. All 
the hardware, price clips and in- 
serts, bin board (also stenciled 
with the outline of tools to be 
placed in bin) and glass binning 
are packed with the panel in one 
carton. Tool stock comes in an- 
other. Wall Fixture “W” costs 
only $39.95 when bought with 
Stanley Handyman tools in the No. 
T1 Tool Unit. Stanley Tools, Dept. 
AL, New Britain, Conn. 


For more data circle No, 32 on coupon, p. 84 


Window Display for Paint Line 


Bruning Brothers have decided 
to market their Bru-Tone Scrub- 
able Finishes in both flat and 
semi-gloss finishes. Shown above is 
newest Bruning window display, 
featuring Bru-Tone Twin Decora- 
tors. The twins are attired in de- 
sign and colors of the respective 
flat and semi-gloss Bru-Tone la- 
bels. Jumbo color cards, color dis- 
play panels, decorators’ color 
wheels and 141 color blends books 
are included in the promotion. 
Bruning Brothers, Inc., Dept. AL, 
4209 E. Chase St., Baltimore 5, Md. 


For more data circle No. 33 on coupon, p. 84 
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Floor Fixture Offer 


This new R-V 600-D fixture offer 
features an all-steel dispensing 
floor fixture with cutting table and 
measuring device. Included are 
four types of R-V-Lite and Vim- 
lite all-purpose window materials, 
in 150’ rolls: one roll each of 4-mil 
crystal-clear vinyl plastic, green 
cotton reinforced, aluminum wire 
reinforced and 10-mesh electro 
galvanized wire reinforced. Ample 
space is provided for dispjaying 
and stocking other roll gwods. 
Arvey Ccrp., Dept. AL, 3462 N. 
Kimball Ave., Chicago 18, III. 


For more data circle No. 34 on coupon, p. 84 


Aisle Display Stand 


The center island gondola mer- 
chandising display stand has only 
six basic parts: three black oxid- 
ized wrought iron heavy struc- 
tural upright members, and three 
shelves, of 34-inch plywood, gradu- 
ated in size from 30x60-inch for 
the bottom one, to 22x60-inch for 
the top. Shipped KD, it can quick- 
ly be disassembled and stored in 
the original carton. Great Lakes 
Store Fixture Co., Dept. AL, 1910 
W. Maypole Ave., Chicago 12, Ill. 


For more data cirele No. 35 on coupen, p. 84 
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Revolving Cabinet Display 


These two pert misses are catch- 
ing their images in the new Miami 
Cabinet revolving display as it 
swings around to face them. This 
display is easy to assemble. The 
display turns and is lighted to gain 
maximum attention. Miami Cabi- 
net Div., Philip Carey Mfg. Co., 
Dept. AL, Middletown, Ohio. 


For more data cirele No. 36 on coupon, p. 84 


Handi-Steel Mill 


The do-it-yourself Handi-Steel 
Mill, a steel merchandising rack, 
contains a steel supply for over 
1,001 different uses. An assort- 
ment of steel includes 31 rounds 
in seven sizes, 12 thred-rods in 
four sizes, 12 angles in four 
lengths, 13 flats of three sizes and 
12 galvanized sheets (24x30-inch). 
American Industrial Products Co., 
Dept. AL, 1448 E. 49th St., Cleve- 
land 3, Ohio. 


For more data circle No. 37 on coupon, p. 84 


set. The cutterhead set includes a 
wrench and four sets of knives 
with the cutterhead itself, retails 
for $21.20. The dado set retails for 
$27.50. Delta Power Tool Div., 
Rockwell Mfg. Co., Dept. AL, 400 
N. Lexington Ave., Pittsburgh 8, 
Penna. 


For more data circle No. 34 on coupon, p. 84 


Mobile Display for Dealers 


A four-color mobile display that 
calls attention to Fir-Tex as a 
many-purpose building material 
has been made available to deal- 
ers handling Fir-Tex products. 
Fir-Tex products — board, plank, 








Your own 
eyes fell you-- 


tile, acoustical tile, sheathing and 
hardboard — are featured in this 
colorful display. Dant & Russell, 
Inc., Dept. AL, Potter Bldg., Port- 
land, Ore. 


For more data circle No. 39 on coupon, p. 84 





OAK FLOORING 


Has all these advantages 


@ GREATER STRENGTH 


@ EYE-CATCHING BEAUTY 
@ ADDED SALES APPEAL 


You've got to see this flooring to appreciate 
its beauty —and it’s as durable as the Ozark 
mountains from where it is grown. 


Ozark Oak Flooring is dried in modern kilns and 
supplied with a satin smoothness that requires 

a minimum of sanding and finishing — saves you 
time and money. It is NOFMA graded under strict 


manufacturing control for matching consistency. 


re V> 
ae 


Yes, you be the judge and see for yourself why 
Ozark Oak Flooring is better, Specify it on your 
next Flooring order. 


Om , 
a The OZARK OAK FLOORING CO. 


BISMARCK, MISSOURI 





i Available in all standard sizes. 


Delta-Rockwell Packaging 


New transparent polystyrene 
boxes increase the visual impact 
of the Delta-Rockwell six-inch 
dado set and molding cutterhead 
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NEW <t EQUIPMENT 


Hydraulic Utility Hoist 


A new electrically powered, hy- 
draulie Utility hoist is offered by 
the Unit Mfg. Co. This hoist per- 
mits one man to lift up to 2,000 
lbs. in less than half a minute by 
pressing a button. It lifts loads 
twice as fast as a manually pow- 
ered hoist or crane. In addition, 
this all-purpose hoist serves double 
duty, as it is quickly changeable 
from a mobile shop hoist to a truck 
bed or loading dock mounting. 
The six-volt motor is battery pow- 
ered. Write Unit Mfg. Co., Dept. 
AL, 1229 Harmon Place, Minneap- 
olis, Minn. 


Por more data circle No. 40 on coupon, p. 84 


Clean Rugs by Machine 


A new float-action, whirling 
brush developed for the ALM-13 
floor maintenance machine is 
found to take all the hard work out 
of rug dry cleaning by the do-it- 
yourselfer and opens a new field of 
profit for the rental dealer. This 
new machine method enables the 
dealer to cash in to a greater ex- 
tent on the trend to dry cleaning 
rugs at home. The new float-action 
brush rides in a special mounting 
ring with rubber splash guard to 
protect walls and woodwork. Amer- 
ican Floor Surfacing Machine Co., 
Dept. AL, 518 S. St. Clair St., To- 
ledo 3, Ohio. 


Fer more data circle No. 41 on coupon, p. 84 
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Electric Hand Saw 


A six-inch Homemaster electric 
hand saw with several new fea- 
tures has just been introduced by 
Porter-Cable to sell for $49.50. 
Standard equipment includes a six- 
inch all-purpose combination blade 
with 54” round hole, 10 foot elec- 
tric cord, wrench, and large tube 
of special lubricant. Optional 
equipment includes a rip guide, 
carrying case, protractor gauge 
and complete selection of saw 
blades. Porter-Cable Machine Co., 
Dept. AL, 35 Exchange St., Syra- 
cuse 8, N. Y. 


For more data circle No. 42 on coupon, p. 84 


New Steel Lockers 


A new line of Modern Flow steel 
lockers combines modern styling, 
easy assembly and rugged con- 
struction. The units feature a new 
sliding channel construction that 
saves assembly time... eliminates 
need for nuts, bolts, or tools, ac- 
cording to report. Finish is phos- 
phate treated to resist rust. 
Equipto Div., Aurora Equipment 
Co., Dept. AL, 422 Cleveland Ave., 
Aurora, Ill. 

For more data circle Ne. 43 on coupon, p. 84 


Salesmen's Compensation Plan 


After several years of experiment- 
ing, M. Dale Andrews, of New Castle, 
Penna., dealer, has developed a sales- 
man’s compensation plan that works 
for him. Read the exclusive article he 
wrote for American Lumberman on 
page 22. 


WHAT'S YOUR ANSWER? 


The regular biweekly publication 
schedule of the American Lumberman 
enables 30,000 building materials 
dealers to get an interpretative look 
at industry news while it is still news. 
Take, for example, the west coast 
lumber strike: 

For some reason, even the national 
newspaper press services and news 
magazines fell down on the job of re- 
porting the strike until it was almost 
three weeks old. But, the pages of 
the American Lumberman carried 
news of the impending strike almost 
a month before it was called. 

Through our scores of direct and 
indirect contacts with the west, we 
will keep you abreast of the strike 
situation as long as it affects your 
business. Our emergency, continuing 
surveys of dealers’ lumber inventories 
allows you to judge your stocks in 
comparison to other dealers. Remem- 
ber that the American Lumberman 
brings you vital industry develop- 
ments every 14 days—and not four to 
six weeks behind the times. 


1. What is “Century” APAC? 


2. In his editorial, what does 
Art Hood recommend to dealers to 
beat the discount houses? 


3. What firm asks lumber deal- 
ers to “put yourself in the prefab 
picture?” 


4. What should you emphasize 
in selling hardwood flooring? 


5. What product is featured in 
an ad on the Fasco do-it-yourself 
plan for dealers? 


6. What is the starting point 
for the salesmen’s compensation 
plan of the M. Dale Andrews Lum- 
ber Industries, Inc.? 


= 


7. What new product develop- 
ment is outlined in the ad on Rey- 
nolds Do-It-Yourself aluminum? 


8. What is the load capacity of 
the chain-hoist elevator at the 
Fielder-Dillingham Lumber Co.? 


9. Who makes Ever Ready Cat- 
alog Holders? 


10. What was the central design 
idea behind the Ed Williams Lum- 
ber Company’s new home planning 
clinic building? 


Answers on page 80 
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You'll find it 
profitable 


to Sell Stewart 
Nationally Advertised 
Products 


Stewart products are 
good selling items for 
building supply dealers 
because they are al- 


BARN POLES ways in demand. If you 


are not getting your share of this TrTTTT 
FOR ENDURING business, write for literature and Chain Link Wire Fence 
FARM CONSTRUCTION get acquainted with the Stewart 
© Quality Lodgepole Pine poles line. Dealers everywhere are mak- 
from our own timberlands are ing extra profits through the sale 
of Stewart products. Write for 
straight, strong, uniformly ta- catalogs today. 
pered. Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- Other nag map 
treated lumber. Stewart Gates 


Wri : ‘ : Wire Window 
ite for information. - lia 






















































































Money 
Makers me ae 


® * THE STEWART IRON WORKS CO., INC. 
J. 2151 Stewart Block, Cincinnati 1, Ohio 

Experts in Metal Fabrications Since 1886 
LUMBER COMPANY 


MILL AND TREATING PLANT IRON ana WIRE 


LIBBY, MONTANA , \ Tew 








FENCES 

















ANACONDA 
COPPER 


MINING COMPANY 


RUMEG PLASTEX saves time 
and money on any cold water 
piping job. 

@ PLASTEX is positively identified 
and Measure Marked plainly, cc- 
curately, permanently every 10 ft. 


|, ll iil h (: { 1) (: D | [ { iil (: nt 4 My @ PLASTEX is guaranteed against 


rust, rot or corrosion and has a 
longer life than ordinary pipe. 


BONNER , MASTER. rte RNG 
MONTANA “<i PLast 


GMB since i939 


PIPE & EXTRUSION CO. 


406 Mt. Vernon Ave, - Columbus 3, Ohio 
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NEW \ LITERATURE 


Uses of clay products in modern ma- 
sonry building is deseribed in an illus- 
trated four-page bulletin. This inform- 
ative bulletin is designed to assist in 
all phases of masonry construction 
from foundation to flues and vents. 
Vitrified Products Div., Dept. AL, Rob- 
inson Clay Products Co., 65 W. State 
St., Akron 9, Ohio. 


For more data circle No. 44 on coupon, p. 84 


Denison Corp. offers an eight-page 
brochure describing its line of alumi- 
num awning windows. The brochure 
gives specifications and installation de- 
tails and data about standard and mod- 
ular sizes available. Denison Corp., 
Dept. AL, 1090 NE 146th St., Miami, 


Fla. 


For more data circle Ne. 45 on coupon, p. 84 


A 12-page catalog covering a com- 
plete line of anchoring devices has been 
published by the Rawlplug Co., New 
York City. The book contains informa- 
tion about Rawlplug’s line for securing 
everything from a pencil sharpener to 
a factory full of heavy machinery, Full 
dimensions and prices of products are 
given. The Rawlplug Co., Dept. AL, 
271 Church St., New York, N. ¥. 


For more data circle No. 46 on coupon, p. 84 


The Mirro-Glo Cabinet Co. has just 
published a new four-page bulletin 
containing complete information on 
their Emperor and Empress cabinets. 
Among the many outstanding features 
of these cabinets is the Knight Light. 
It provides safe, convenient, soft night 
lighting of bathrooms, giving adequate 
illumination without the blinding glare 
of full lighting. Write Mirro-Glo Cab- 
inet Co., Dept. AL, 3131 West 49th 
Place, Chicago 82, Ill. 


For more data circle Ne. 47 on coupon, p. 84 


How hardboard is being used today 
by many industries is told in a book- 
let. The informative brochure, “All- 
wood Hardboard for Industrial Use,” 
tells how hardboard is made, what it 
can do and what it cannot do, its physi- 
cal properties, resistance to various 
chemicals, bending radii and how to 
apply a finish to the smooth, grainless 
surface. Oregon Lumber Co., Hard- 
board Div., Dept. AL, Dee, Ore, 


For more data circle No. 48 on coupon, p. 84 


“How to Enclose Your Porch, 
Breezeway or Carport” is the title of 
a booklet by Libbey-Owens-Ford Glass 
Co. The pamphlet contains instruc- 
tions and drawings showing how 
through the use of Thermopane in- 
sulating glass in standard sizes in 
rabbeted two-by-sixes or fabricated 
ventilating sash the extra room can 
be added economically and quickly. 
Price 10 cents. Libbey-Owens-Ford 
Glass Co., Dept. AL, 444 Nicholas 
Building, Toledo 3, Ohio. 


For more data circle No. 49 on coupon, p. 84 
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Vermiculite’s home uses are de- 
scribed in a consumer brochure. The 
brochure, titled “Safety, Comfort, 
Savings in Your Home,” covers the 
mica-like mineral’s uses as an attic 
and sidewall insulating material, chip- 
proof plaster, insulating concrete for 
radiant-heated and basementless 
homes and acoustical plastic for 
sound-conditioned rooms. Zonolite Co., 
Dept. AL, 135 S. LaSalle St., Chica- 
go 3, Ill. 


For more data circle No. 50 on coupon, p. 84 


All principal Delta tools designed 
for the woodworking industry are fea- 
tured in a folder. The piece unfolds 
to a 17”x22” sheet with all 14 photo- 
illustrated tool descriptions neatly ar- 
rayed on one side so that the opened 
folder may be used as a wall chart. 
Delta Power Tool Div., Rockwell 
Manufacturing Co., Dept. AL, 400 N. 
Lexington Ave., Pittsburgh 8, Penna. 


For more data circle No. 51 on coupon, p. 84 


Aluminum screening information is 
contained in the new Alcoa booklet, 
titled “Things You Should Know 
About .. .” It provides maintenance, 
replacement and buying information 
on the use of non-staining aluminum 
screen cloth. Information about ten- 
sion screens and combination windows 
and doors is included. Aluminum Com- 
pany of America, Dept. AL, 735 Alcoa 
Building, Pittsburgh 19, Penna. 


For more data circle No. 52 on coupon, p. 84 


The Tremco Quick Reference Guide 
is a compact, illustrated booklet of 
special interest to all concerned with 
problems of building maintenance 
and construction. A number of Tremco 
products are described and various 
maintenance problems of roofs, floors, 
sash, masonry preservation, etc., are 
discussed. Tremco Manufacturing Co., 
Dept. AL, 8701 Kinsman Road, Cleve- 
land 4, Ohio. 


For more data circle No. 53 on coupen, p. 84 


Panelfold Doors are real wood ac- 
cordian-fold closures. A folder de- 
scribing colors available for both the 
custom woods and the vinyl connectors 
is offered by the manufacturer. Stock 
sizes are listed. Panelfold Doors, Inc., 
Dept. AL, 4951 E. 10th Court, Hialeah, 
Fla. 


For more data circle No. 54 on coupon, p. 84 


Construction details and suggested 
specifications for the use of Milcor 
Steel Studs are contained in a new 
catalog. Its features include: detailed 
drawings of Milcor Steel Studs, step- 
by-step installation instructions, sug- 
gested specifications and on-the-job 
photographs. The new catalog, No. 
230, is entitled “Milcor Steel Studs 
for Hollow Partitions.” Inland Steel 
Products Co., Dept. AL, 4027 W. Burn- 
ham St., Milwaukee 1, Wis. 


For more data circle No. 55 on coupon, p. 84 


Use of horizontal surface silos is an 
important new development in cattle 
feeding. A new folder describes how 
to build a self-feeding horizontal silo. 
This fotder is packed with informa- 
tion about silo size, capacity and con- 
struction details. West Coast Lumber- 
men’s Association, Dept. AL, 1410 
S.W. Morrison St., Portland 5, Ore. 


For more data circle No. 56 on coupon, p. 84 


“Appalachian Hardwoods” is the 
title of a new brochure. By means of 
text and illustrations it is shown that 
the interesting grain patterns and dis- 
tinctive colors of Appalachian hard- 
woods, plus the natural markings of 
the various species, add much to the 
home. Appalachian Hardwood Manu- 
facturers, Inc., Dept. AL, 414 Walnut 
St., Cincinnati 2, Ohio. 


For more data circle No. 57 on coupon, p. 84 


WHAT'S YOUR ANSWER? 


Solution to the 
questions on 78. 


1. Asbestos cement siding made 
by Keasbey and Mattison Co. Ad’s 
on page 6. 


2. Sell your services. Don’t miss 
Art’s timely report on how to com- 
bat price-cutting competition, page 
19. 


3. The Pana House, Inc., whose 
ad appears on page 27. 


4. The advantages of hardwood 
flooring. This fact-filled story— 
another in our series on selling 
specific products—starts on page 
20. 


5. Fasco Ventilating Fans, 
made by Fasco Industries, Inc. Ad 
is on page 45. 


6. Gross profits. The first part 
of this vital article on a compen- 
sation plan for salesmen starts on 
page 22. 


7. T. M. Reynolds Metals Co. 
announces six new patterns for do- 
it-yourself aluminum sheets. The 
ad is on page 62. 


8. 1,500 pounds. The story on 
this handy, step-saving elevator is 
on page 28. 


9. The Geneva Manufacturing 
Co., whose ad is on page 85. 


10. “To sell more materials for 
homes, make the showroom look 
like a home.” The article on this 
unusual showroom is on page 46. 


What's YOUR Score? 


9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 
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information Offered 
In Advertisements 


Do you wish detailed information on a specific 
ooclen? or service? Check through this easy-to- 
use Index of literature and data offered in this 
issue's advertisements: 


ALUMINUM, do-it-yourself Catalog, 
sales aids; Reynolds Sales Co. See 
adv't pp. 62-63 


BUILDING BOARD, Century Apac: In- 
formation; Keasbey & Mattison Co 
See adv't p. 6 


CLOSET LINING, red cedar 
consumer booklet; Geo. C 
Co., Ine See adv’t p. 40 


Folder, 
Brown & 


DOORS, combination: Brochure; Conti- 
nental Screen Co. See adv’t p. 49 


DOORS, flush: Information; Grand Tra- 
verse Sales Co. See adv’t p. 35 


DOORS, flush Information; Wisconsin 
Door Co. See adv't p. 69 


DOORS, garage: Bulletin; Wagner Mfg 
Co. See adv’t p. 48 


DOORS, steel sliding closet Informa- 
tion; The Steelcraft Mfg. Co. See adv't 
p. 75 


FANS, ceiling, sidewall: Catalog; Berns 
Mfg. Corp. See adv't p. 65 


FANS, ventilating Information, sales 
aids; Fasco Industries Inc. See adv't 


p. 45. 


FENCE, barbed wire, woven wire: In 
formation; Keystone Steel & Wire Co 
See adv’t pp. 72-73 

FENCE, iron, wire: Catalogs; The Stew- 
art Iron Works Co., Inc. See adv’t p 

79 

FENCE, wood: Catalog: Wood Products 
Co. See adv't p. 84 


FIREPLACES: Catalog; The Readybuilt 
Products Co. See adv’t p. 42 


INSULATION, reflective Booklet, sam- 
ples; Infra Insulation, Inc. See adv't 
p. 12. 


LUMBER, engelmann s ice Booklet; 
Pack River Sales Co ee adv't p. 41. 


LUMBER, western white spruce: Book- 
let; Alberta Forest Products Assn. See 
adv't p. 23. 


NAILS, acoustical tile imples, litera- 
ture; John Hassall, Inc. See adv’t p 
40. 


PAINT: Promotion a Chi-Namel 
Paint & Varnish Co. See adv't p. 29 


PIPE, plastex: Brochur« Plastex Pipe 
& Extrusion Co. See advy't p. 79 


PLASTIC SURFACING Information; 
Consoweld. See adv't pp. 16-17 


POLES, treated: Information; J. Neils 
Lbr. Co. See ady't p. 79 


PREFAB PLAN for lumber dealers; Infor- 
mation; The Pana House, Inc. See adv't 
p. 27 


RAILINGS - POSTS, iron Literature; 
R. G. Coffman Co. See adv't p. 86. 


ROOFING, aluminum Information, 
sales aids; Aluminum Co. of America. 
See adv’t p. 32. 

SASH BALANCES, spiral-spring, clock- 
spring: Catalog; Caldwell Mfg. Co 
See adv’t p. 10. 

SCREENS, tension: Information; Key- 
stone Wire Cloth Co. See adv’t p. 43. 

TOOLS, dry wall: Catalog; Goldblatt 
Tool Co. See adv’'t p. 71 

TOOLS, power: Information; De Walt 
Inc. See adv’t pp. 36-37 

TRUCK BODIES, roll-off: Catalog; The 
R-B Co. See adv’'t p. 56 

WINDOWS, aluminum: Literature; Ceco 
Steel Products Corp. See adv't p. 18 


WINDOWS, projected-steel Informa- 
ion; Detroit Steel Products Co. See 
edv't p. 39. 








“HOW TO ESTIMATE FOR 
THE BUILDING TRADES,” a 
most complete end _ practical 
book on the estimating of ma- 
terials and labor for resideuces 
and small buildings. It covers 
all formal estimating processes 
and includes a complete explana- 
tion of all the things one needs 
to know to do a thorough job. 
Blueprint reading and mathe- 
matics used by estimators are 
explained in full. It even teaches 
how to do the actual work of the 
various trades. More than 500 
questions with answers worked 
out in detail and references to 
actual plans are included. Among 
subjects covered are: excava- 
tions, masonry, carpentry, elec- 
tricity, sheet metal, lath and 
plaster, marble and tile, paint- 
ing, hardware, linoleum, heating 
and air conditioning, plumbing, 
glass, curtains and shades, The 
book of 633 pages contains 310 
illustrations, 45 tables, 8 full size 
blue prints of scale drawings. 


Price, $5.75. 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, Ill. 























VANCOUVER, B.C. 


THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


ANADIAN Forest Propucts LIMITED 
EBURNE SAWMILLS DIVISION 








3UILDING PropucTts MERCHANDISER 


(To obtain more data on advertised products see page 84) 























Classified Advertising 





26 Times — 7¢ 


All ads for classified 
lisher’s —- “4 
lication. 

6 point «# 

apoyes, 


copy for ads 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





ASSISTANT MANAGER WANTED 
25 to 40. For growing lumber yard in | 
city in Eastern South Dakote., stongod tn 
estimating and able to help handle purchases. 
In reply give ualifications and salary | expect- 
ee. ddress Box V-35 
ne. 








UNUSUAL OPPORTUNITIES offered experi- 
enced ome a vaamormen. mentees = 
men of highest quality a competence for key 
jobs at good and with o tunities for 
advancement in ont retail yard —_ 
pany. Jobs include rchandising 

and Managers of aly retail yards. T write f 
re ~_ to Box V-37 American L <4 
man, Inc. 


HARDWOOD SALESMAN: St. Louis Hardwood 
Disrtibution Yard. Local and Travel. live in St. 
Louis. Prefer middle-aged man with experi- 
ence. Enclose picture and list wy ” | Ame er. 
ve. employees know of this ad ccs bon 

, American Lumberman, Inc. 





SALESMAN—LUMBER 

Wholesaler with distribution yard, specializin 

in white pine, millwork lumber, desires expe 

enced aggressive man with — wholesale 
background to call on retail yards, 60 miles 
radius of Pittsburgh with transit cars, mill 
shipments and L.C.L. Drawing account. Excel- 
lent potential in developed By ay 4 Write 
Northwest Lumber Co., Inc., t.. Pitts- 
burgh 22, Pa. 


LUMBER SALESMAN—Experienced, wanted by 

Western Michigan wholesale lumber com 

with distribution yard. Good salary on @ if 
fal ai Excellent oppertuaity. Please write 


y all details. Box American Lumber- 
and Inc. 


A large. well established lumber manufacturer 
with sizable Rg department and sales 
staff selling industry, retail yards and factor 
trade, is ue for a man sebween 30 and 4 
years of am who has had substantia] sales 
training an promotional experience to handle 
1 develop ty Splendid = rani tor 
sales developmen plen yon ~ 
right man. Address Box V-52. American 
berman, Inc. 








SITUATIONS WANTED 





SITUATIONS WANTED 


BUSINESS OPPORTUNITIES 





— Relessto anywhere. 
R a » &,- Box V-43 American Lum- 
rman, Inc. 


EXPERIENCED LUMBERMAN 
Position wanted by middle-aged married man. 
al bookkeeper. counterman, and 
yard t years with two firms 
as manager. ‘Mieke make evernens if de- 
efere 


sired. R mces from past ¢@ ers. = 
accept position on short notice — 


berman, 2208 Palisade, Wichita, Kansas. 


SALES REPRESENTATION 
AVAILABLE 














Young married man with twenty 


ears of 
hard sound experience in the lumbe 


r business 
wants connection with a reliable West Coast 
manufacturer or importer of Pacific hardwoods 
for distribution of your ae te ny in the 

central states on a co or incentive 
basis. Reply V-53, ri = Inc. 








SALES REPRESENTATIVES 
WANTED 





MANUFACTURER'S REPRESENTATIVES 





and commission 

to sell My fo 

ite Spruce ool Can- 

produ . We are manufacturers 
utors. Want exclusive 
r. 


some territories. fast 
Write fully. Address Boe Tat American Lum- 
berman, Inc. 





Alabama, K 
yy tL, EI 





METAL MOULDING SALESMAN 
Pull time or side line. To call on linoleum — 
hardware — furniture stores — cabinet shops 
— manufacturers and wholesale distributors. 
Representing Manufacturer of complete mould. 
line of aluminum and stainless aon moul 
ings. Exclusive territories ope Nation: 


Aluminum Company, 1132 ey Creek Dine. 
Columbus 9, O} Ohio. 





WANTED — RAILS 





RAILS WANTED 


Any by oe tonnage. 
w. DYER CO., INC. 
aiil- A Railway ett Bidg., St. Louis 1, Mo. 





STEEL RAILS 
16#, 20¢:, 25H, WH, ISH. 40H and Heavier. 


MIDWEST STEEL CORPORATION 
_ 518 Dryden St., Charleston, West Virginia 





RAILS, New and Relaying 
M. K. FRANK 
480 Lexington Ave., New York, N. Y. 


BUSINESSES WANTED 








Two men, early forties, seek to purchase small, 
active retail lumber yard. Prefer location in 
Pennsylvania or New Jersey. Would consider 





MILLWORK—DETAILING 
A firm of millmen with years of ri 


ging yard with purchase privilege upon 
retirement of present owner. We have a solid 
colaginn. in all phases of retail ration: 





offer a detailing and service. Guar- 
anteed results. Reason Cost. Excellent 
i Address Box R-59, American Lumber- 
man, Inc. 


82 


» constr sales, = ts, ac- 
J 2 1955. If int ted, i pleas > 
anu you are interes ase 
jenvary us through box v-49, 

Lumberman, Inc. 











Wanted: Reliable party who is familiar with 
red cedar, to take paves of las of large enenge end 
manufacture 72m the vi wea. Forde. 


dress “’Pratts’’ Homasassa. 
A RARE BUSINESS OPPORTUNITY! 


Kenova, West Virginia, junction point of N&W. 
C&O, and B&O Railroads, offers the best op- 
portunity for an up-to-date planii mill 
woodworking plant in the entire O} Valley. 
We have av le here 21/, acres of hard sur- 
faced, level lumber yard, and a building with 
8300 sq. ft. floor space, having 8 concrete 
floor and a side track on each side of building. 

will make very attractive proposition. Write 
Box V-55 A Inc. 











For Sete | Cc lete yoodwecting plant equip- 
ment. sell machinery. Lease buil and 
two +. a with private rail aiding. ow in 
operation. Available ninety days. ©. Box 
Shi. Bristol, Tenn. 





SOUTHERN CALIFORNIA 
Do You ow to Buy or Sell 
er Yard 
A esdwane Store? 
A Building Supply Store? 
Do You Need M ist 
or Counsuiling? 
If so, then write us. 

We Are SPECIALISTS in Sellin 
Managing, Liquidating & Counselling. 
REALTY DIVISION 
HAYWARD LUMBER & INVESTMENT 
COMPANY 





Licensed Real Estate and Business 
Opportunity Broker 
See Our Rating with Dun & Bradstreet! 
410 San Fernando Road 
Los Angeles 31, California 
Since 1910 in California 





BUSINESSES FOR SALE 





For Sale: Lumber and buildin Bp am Me 
ness in Western New York. Well ed 
main highway with og eet siding, new 30x50 
office and showroom. a and present 
facilities are more than adequate for further 
expansion. B es has had steady growth 
and ibilities are unlimited. Address V-34 
American Lumberman, Inc. 


LUMBER YARD 


The most outstanding wholesal trati 





yard in the Southwest is for sale due to own- 


er's retirement. Can be readily converted to 





retail operati An 1 opportunity. Ad- 
. 
dress inquires to Box S-68, American Lumber- 


man, Inc. 





For Sale: & lumber yard and building material 
business located in southern yn a. Good 
opportunity to make mon rowing com- 
munity. rr nas = yy ha Box V-33 

nc. 








COAL & BUILDING MATERIAL YARD 
MUST BE SOLD 


1952-53 Volume Approximately 400,000 per year. 


FIRST OFFERING 


Good Northern Ill. City — will sell building. 
land, equipment and inventory or will sell in- 


ventory and equipment and lease land and 
buildings. 


LIQUIDATION PRICE NO INFLATION 


Owners dissolving association. Can be fi- 
nanced. 


Address Box V-48, Ameri Lumb Inc. 
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BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





FOR SALE 


Retail-Wholesale & Distributing Lumber Yard, 
Retail-Wholesale Coal 


Located in Southeastern Kansas on highway. 
Modern dwelling and office, lumber sheds. 
light lumber —reeeery: storage-in-transit lum- 
ber rates established, coal tipple and bins. 
20-ton truck scale, sufficient equipment to run 
business, private railroad switch one-half mile 
into property. Good opportunity to make 
money. Priced right, will extend terms to re- 
sponsible party. Address Box V-54, American 
Lumberman, Inc. 





PROMPT SHIPMENT 





BUILDING PAPER 
Reflective Insulation 
Asphalt Felt—Red Rosin 
Nail Bags (Larger Opening) 
Twine (For Tying Lumber) 
Miracle Adhesives & Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in Cartons) 
oom. Varden Corners 

** Wall Ties — Areawalls 


NICHOLS ALUMINUM NAILS 
Wooster Brushes 
Attic & Roof Louvers 
Miniature Louvers (5c resale) 
(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 





LUMBER & DIMENSION 
FOR SALE 





4 to 5 cars Hardwood Stickers 


1x2" to 3” 6’ Dry 
Connor Lumber and Land Company 
P. O. Box 810 


Wausau, Wisconsin 


Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Inquiries answered promptly: 


Mouldings 
Millwork Blanks 


Al Clements Lumber Co. 
P. O. Box 
Eugene, Oregon 


Phone 5-3317 TWX EGO49 





car 4/4 #2-B C Appalachi Poplar 
S2S6R/S 

car 4/4 #2 Common Black Gum S2S4R/S 
sen 4/4 RW6&L Merchantable Hemlock 


car oe *x2"’x18"" Hardwood Carvoess Stakes 
—_ 5/8’ #2 Common Sycamore & Beech— 
Corinth Hardwood Co., Bristol, Tenn. 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APAONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, 





ADVERTISING YARDSTICKS 
Basswood, 2-color. Same price as 1-color. 
Also Paint “ae Immediate shipment. 


. J. DUMONT Co. 
156 of “Melrose Ave., Elgin, Ill. 





HOPKINS BAG TRUCKS 
Handles 6 to 10 sack Le ey ot pallets. 


Guaranteed. Write Hopkins L Company. 
Memphis, Missouri. pene ° 


BUILDING Propucts MERCHANDISER 





INTERNATIONAL LOG LOADING TRACTOR 
International Crawler Tractor. Mode! T-9, with 
Austin Western full revolving swing crane, 
hydraulically _, contro! lled. on a purchased, 
ice $27 
©. C. Evans — Mt. Sterling, Ky. 








LIQUIDATION SALE 


Electric Motors and Switches, al! sizes. Pulleys, 
Sprockets, Coane, A ad all sizes. Sawmill 
Chain, Mill Wh d Carriage, 
complete with air set, = nigger, air kickers, 
air compressor and tank. Band Mill, Resaw, 
Trimmer, Edgers, Sawmill Transfer. Machine 
and Blacksmith Shop Equipment. Unit crane 
(diesel) with log grapple. 


Lake Linden Lumber Co. 
Lake Linden, Michigan 








We are changing to a 72" carrier and lift 
truck package and offer for sale 3 one year 
old Ross straddle carriers Series 70 model 
6663 — 60° capacity. Prices quoted upon re- 
quest. 


These machines are like new and w 


also 
have plenty of 4'x4’’x60"’ bolsters with ‘bolted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 





Complete Electric Planing Mill for Sale 


291 Yates Matchers 

1 Moulder 

1 Ball-Bearing Yates Resaw 
Saw 





r g Outfit 
1 International Cat 
1 International Truck with Trailer 
50 Roller Wagons with Cat Hitch 
All in first-class condition, operated from city 
current. Can be leased on land as now is or 
dismantled and moved. Reasonable terms. 


W. T. Bailey Lumber Co., Virginia, Minnesota 





DIESEL FORK LIFT ON PNEUMATIC TIRES 
Powered by 6-cylinder Hercules Diesel engine. 
ual wheels under forks, good tires and all 
wheels drive. Tilting hydraulically controlled 
loading mechanism and hydraulic steering. 
Excellent ov't pur- 
chased. Price $2250.00. C. Evans Tractor & 
Equipment Co., Mt. Stecting: Kentucky. 








BOOKS FOR SALE 





CYCLOPEDIA OF BUILDING TERMS. 64 

pease of definitions, Wlustrations, charts and 

to assist lumber and oe material 

p —— in the operation their business. 

Manual of Fundamentals of tight construction 

and buildi Is for — dealers. 
Excellent presentation. Price 50c. 


LUMBER AND ITS USES. By Kellogg. 
practical outline describing in non-tec 
language the properties I = of the prin- 
cipal ood which are 


manufactured into. RY “Pourth edition. 
Price $4.00. 








HANDY LUMBER SARCL ATOR, A useful 
pocket size cal- 
t for standard sizes, ~ rules, esti- 
mated weights of lumber and useful miscel- 
Price 50 cents. 


LUMBER CALCULATOR. By W. H. Solomon. 
A help for ascertaining accurately and quick- 
ly the number of feet board measure in dif- 
ferent sizes of lumber, especially where frac- 


tional rts of an inch are to be figured. 
Price $ 


BUYER AND SELLER. By Braughman. 19th 
edition. Lumber tables showing 14.000 dif- 
ferent sizes and lengths, and the number of 
feet in any number of pieces at a glance. 
Usetul tables for reducing feet to inches, vice 
versa. Log scales, weights and measures. 
odd sizes, odd lengths, number of lath and 
the ingredients for plaster and mortar—just 
a few of the handy things to know. Desk 
Edition. Price $8.00. 











AMERICAN LUMBERMAN & 
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Display Materials 
for your 
DO-IT-YOURSELF 
SHOW 


ase 5 pies 


If you are planning a show or 
school for do-it-yourself cus- 
tomers you'll need display ma- 
terials to dramatize the event. 
American Lumberman's ban- 
ners, posters and streamers have 
been used to advantage by hun- 
dreds of dealers. We have avail- 
able at low-cost: 


Banners—The window banners 
are in three-colors and are 
19x37". They are ideal for 
windows, walls, etc. The price is 


5Q¢ each, postpaid. 


Posters—tThe three-color post- 
ers are 21x34" and are printed 
on tough, weather-resistant 
cloth for use on trucks and out- 
side the store. There's a space 
provided for lettering in your 
name and address. Posters are 
$! each, postpaid. 


Streamers—You can use lots 
of these handy 10x20", three- 
color streamers. They can be 
placed on doors, hung over- 
haad on wires or jpotted close 
to products suitable for the do- 
it-yourself customers. Streamers 
are 10¢ each, postpaid. 


Send Check or Money Order to 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, Ill. 

















PROFITS for You! Jeffreys-MeElrath 


English Type - 
RAIL and HURD YOU SELL FENCE MANUFACTURING COMPANY 
i. b NCE our Veede a oledo and | P.O. Box 137 — Tel. 3663 MACON, GEORGIA 
— @ DOMESTIC a 
F @ FABRICATED 
For ane dates - ts n @ CRATES — PALLETS 
: We @ SOUTHERN HARDWOODS 
FOR LONG LIFE — 5 i @ YELLOW PINE LUMBER 
wrested Wh setlonsll Leow — aie Die at ga 
PENTA PRESERVATIVE ! . Daily Capacity 300,000 feet 
WRITE FOR CATALOG AND PRICES ae Seen Kener, ve, 
, : — .¢ 
: . c 


» Va. 
Chase City, Va ae 























J, STANLEY WEIDMAN, INCORPORATED | | 


WEIDMAN MILL 
DURANGO, COLORADO 


Manufacturers of Superior 


High Altitude 
ENGELMANN SPRUCE LUMBER 


| 


iTS A PLEASURE TO OPERATE A TANNEWITZ HIGH SPEED BAND SAW 

















“WHAT’S NEW!” 


19 20 21 22 23 24 25 


“What's New” Items 
37 38 39 40 41 42 «43 


55 56 57 58 59 60 61 


AD AE AF AG 
. BD BE BF BG 
Advertised Products cD CE CF CO 
‘ DD DE DF DG 
ED EE EF EG 
FD FE FF FG 
GD GE GF GG 
HD HE HF HG 
DiseEHFH GC MH 
KD KE KF KG KH KJ KK 





Nome 
(Please Print) 





Company 





City 


(To obtain more data on advertised products see page 84) July 26, 1954 AMERICAN LUMBERMAN &@ 





(8k) Fenestra Building Products Ozan Lbr 
(Detroit Steel I lucts Co.) 
(CA) Frost Forest Products Div 
Air-King Mfg. Corp... : Olin Industries, . 
Pack River Sales Co 
Alberta Forest Products Agssn.. 2: Pana H Inc.. Th 
Aluminum Company of America 33 (CB) Geneva Mfg. Co ip 85 on pet a re. rs = 
aste ; eit . 
Anaconda Copper Mining Co.. is (CC) Goldblatt Tool Co esses OELOR Sipe -xtrusion Co... 
Appalachian Hardwoods - 5 (CD) Graham & Co., Inc., John H 
Arrow Fastener Co., Inc . 55 (CE) Grand Traverse Sales Co a 08 R-B Co.,, T - 
(CF) Griffin Manufacturing Co.. ' Readybuilt Products Co., The 
Bemis Hardwood Lbr. Cx ‘ Reynolds Sales Co 62-6! 
, te C : nn _ Roseburg Lbr. Co 
Berns Mfg. Corp + bees SE wa ‘ 
: , CG) Hall-Wessel Company pon 
Blue Mountain Mills ( ) : . “ a ReOeW Sales Co 
Brown &C Ir Ge Cc (CH) Hamer Lbr. Co., J. I . is tea Russell & Pugh Lbr. Co.... 
) & Co ic., Geo 
go (CJ) Hassall, Inc., John 
Bunyan Lbr. Co., Paul (CK) Hobbs Wall Lbr. Co 


Silbernage , 
(CL) Holt Hardwood Co . 6 aaernagel, oun, ? 
Caldwell Mfg. Co......... 7 wenerpore Lbr. Co., Ine., 


ur ackshin ¢ 

California Sugar & Western re . T 

Pine Agency, Inc... ‘ 5 (CN) Infra Insulation, | os : Steelcraft Mfg. Co., The 

Ss 

Canadian Forest Products, Ltd } "Te The Works ehh 
Ceco Steel Products Corp ae (CO) Jeffreys-McElrath Mfg. Co... 84 Superior Lbr. Sales Co 
Cherry River Boom & Lbr. Co 
Chi-Namel Paint & Varnish Co ay , ; 
Chicopee Mills, Inc., (CP) Kaiser Aluminum & Chemical Tanne wits Works 

Lumite Div kw cwteys &8 Sales, Inc..... ; , Tarter, Webster & Johnson, Inc 
Coffman Co., R. G... : : ; (C9) Keasbey & Mattison Co be’ i Twin Harbors Lbr. C 
Consoweld .. ota 5 (CR) Keystone Steel & Wire Co... 2-73 
Continental Screen Co ; 4° (DA) Keystone Wire Cloth Co , U. 8.-Mengel Plywoods 
Crisp Lbr. Co., M. E poeneey: Bf (08) Kwikset Sales & Service Co U. S. Plywood Corp.... 
Crossett Lbr. Co., 

wiv. of 20 Croanett Co (DC) Lightsey Brother 
Curtis Companies Service 2 ote ‘ + Rh ' rs aler © 

Bureau : f, (DD) Lagaborsiene Mutual Casualty Van Valer Lbr. Co, 
Curtis Lbr : ‘ 7 ; 


_ oe 


Ozark Oak F Loorine Co., The 


o 


Wagner Mfg. Co 
(DE) McCracken & McCall, Inc 52 Wales Lumber Co tee 
De Walt Inc.. ees 36-3 (DF) Menominee Indian Mills 56 Weidman, Inc., J. Stanley 
an _ ae oe ‘ (DG) Midget Louver Co Wendling-Nathan Co, 
Durham Co., Donald 42 (DH) Mowbray & Robinson Lbr. Co 5s Western Lock Mfg. C 
(DJ) Mower Lumber Co., The 52 Western Wholesalers 
Western Woods, In« 


(OK) Nationwide Aluminum Wisconsin Door Co 
Farrin Lbr. Co., The M. B 52 Products In 7 W o0d-Mosak 
Fasco Industries Ine 6 (OL) Neils L bt _Co., J ‘ Wood 


Evans Products Co 


Co., Ine 
Products Co 





in the service of 


Easy opening sections 
for sheet changes. 
| Ever Ready Catalog Holders 


keep catalog data at correct 

reading angle with both 

@ Specialists in protection for hands free ey can be used 

on sales counters, buyer's 

the lumber industry. E | desks and in warehouses for 

@ professional safety engineers SS eee. eames & 
@ more than 90 branch claim offices ™ 


coast to coast and in Canada. 





ae 
Substantial dividends have been returned to 
policyholders since organization in 1912. 





No, 12 completely filled with 


Lumbermens wm curiam eo. 


Operating in New York state as 
(American) Lumbermens Mutual Casualty Company of Illinois — a 
James $. Kemper, chairman H. G. Kemper, president Save Time Temper ¢ Money! 
Chicage ect 











Ever have the éxperience of searching for a 
catalog for a waiting customer and find it 


Gam was like looking for “a needle in a hay- 
OE gs tack?” Most likely you were able to find 
x's %, it easily — at a later date — when you 
Wa, were hunting for another catalog. Ever 
. ‘ E Ready Catalog Holders keep every catalo; 
, . sheet instantly available and in place Each 
Se section holds one inch of punched sheets 
Ss U GA R & Ww E ST £ R | dete keeps them in place makes them in- 
. , 4 stantly removable without disturbing the 
: balance. ONLY $5.65 Starts You Off — 
Pl by is AG E N CY ] N = Order Additional Sections As You. Need 

f 7 ° (Them! 

#/A' MONTGOMERY ST. 

SAN FRANCISCO, CALIFORNIA 


Om Sion VOSA WOOO mn meen 
SUGAR Pattern Lumber Geneve Mtg. Co., 405 Stevens $1, Geneve, Ml 
Gentiemen: Please ship me 
»le < ’ rove Me. 12 EVER READY Holder 15 in. wid 
| Selects and 12> in. deop, 5'/ in. tat, Sturdy steal cs don Company 
Shop ee earn See 2 ry 
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California Ponderosa Pirie Hie Ws. 12 bt 30 in wide ond 
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Mouldings and Cut Stock weit nn Eee einy $1090 
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COFFMAN 


STOCK SIZES 
FOR MOST EVERY 
BUILDING NEED! 


Thousands of Building Supply Dealers sell 
ornamental iron at every opportunity. They 
stock and sell with complete confidence 
Many dealers pushing Coffman in 1953 
reported bonus soles in excess of $5,000 
and $10,000 —sales they hed been missing 


all yeors previous 


IT’S AS SIMPLE AS 


Get Your Free Drink Here! 


Seasonal drinks as well as seasonal goods are pro- 
r f moted at the Builders’ Emporium, Van Nuys, Calif. 
RAILINGS: You order and stock Coffman railings p In summer it’s lemonade free of charge to the cus- 
just like any shelf item. ALL Coffman railings fit standardized _ } tomers ; in winter, free coffee is served. To try and 
supe” dear a 0 tiledaeie tities at dates fas ; i please everyone, coffee is available to customers who 
special sizes, the builder fills in the simple Coffman Rail-O- prefer it to lemonade. 

Graph form. These forms are available to you. Optional 


clamp-on ornaments provide a variety of attractive designs 


POSTS: ne 17 stock heiom 


~sdhiad designs of Coffman hand-wrought and 
cast posts are ALWAYS the right height 
for every job. Posts 8 and 9’ can be cut 
to fit. With “built-in-place” construction 
the builder hangs post to soffit with lag 


screws and pours concrete around legs. 


+ TOP PROFIT: 


Coffman Ornamental iron is one of the top profit 
items in the Building Supply business. Priced to sell 
for homes from $8,000 to $50,000 


EASY TO SELL: Chrome Tag Holders Help Sell Products 


Coffman Ornamental tron is easy to sell because it Chrome-plated holders for product identification 
cuts your builder's labor and material costs ond tags are making a big hit with customers in the new 
saves him time. In mony cases Ornamental tron showroom of the Ed Williams Lumber Co., Canton, 
costs less than ‘wood or brick, because it is o pack Ohio. ate » P ‘. Fs 
The 314"x5'4” holders contain tags which give 
aged item—ovoids high cost labor at the job site ; . a: 
complete product descriptions, including trade name, 
manufacturer, sizes and price. The firm uses deep- 
red cardboard tags with product information hand- 
Sell Now Summer items— RAPID DELIVERY: lettered in white. 
Screen Door Grilles, Porch fc 
Posts, Railings. Elimination of waiting for special work from We feel the tag holders have helped us make the 
local iron shops saves your builder time. And | game change in the lumber store that the super 
there is lightning delivery from Coffman wore | markets have made in grocery stores,” says W. W. 
aaneD. Cpmaetae & Sue Cogan, general manager. “The tags help make the 
ladies feel more at home because they can learn what 
R. G. Coffman Ca various products are at a glance,” he adds. 
Made by a Michigan firm, the tag holders cost 
about $13.80 per dozen. Manufacturer’s address avail- 
able from American Lumberman on request. 
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Spring pressure behind 
metal guides insures an 
all-weather seal against 
winter cold or summer heat. 


This same patented 
construction permits easy 
removal for cleaning both 
sides from inside the home. 


Sash can be painted 
quickly, without the 
inconvenience or danger 
of ladders and scaffolds. 


Operating R-O-W windows permit full choice of weather seal or natural air circulation depending on the weather! 


Operating R-O-W wood windows permit air circulation during 
the seasons when neither heat nor cooling is necessary. 

Wood is a highly efficient insulator. It belongs 

in fine air-conditioned homes. The beauty of carefully 

milled wood blends naturally with residential furnishings. 
Cleaning or painting removable R-O-W windows is easier. 
Yet, they cost no more than other good windows. 


Your customers deserve the best 


ReO.We. SALES COe 1334-68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 


R'O°W is the registered trade-mark of the R.O.W. Sales ¢ 
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Lumite* window screening won't 
rust, corrode or stain . . . needs no protective 
painting . . . is quick and easy to install. 
Every day, Lumite wins new friends in new 
construction and in the replacement market with 
home owners everywhere. Why not display 

Lumite and win new friends for your store? 


LUMITE 


(sa see CT 








SS” 


*Registered Trade-mark 


